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This is a tower of human aspirations. As real as people 
and their best hopes for a secure future. As real as life insurance. 
For this is the tower of The Union Central Life Insurance Company. 


Looking at the tower, a great spire of light against the sky, you 
can’t help but feel that Cincinnati was a logical choice as convention 
city for the National Association of Life Underwriters. For here is 
a landmark erected to life insurance, an inescapable reminder of life 
insurance visible from just about everywhere in Cincinnati. 



























































You can’t help but see our tower when you are in Cincinnati— 
but there is a great deal more you will want to see — our museums 
and parks, our gleaming modern buildings, our old, storied 

river, our Fountain Square. And there’s one more thing 

you're sure to see and feel— our warm hospitality. 


























ATIVG NOILNAANOD 23181 


Cincinnati, Ohio 


Conducted tours of The Union Central Life 
Insurance Company Home Offices are 
arranged at intervals during the con- 
vention. For further information, 


call DUnbar 1880. 
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E. Frank Andrews, Greensboro, N. C. (Life Member, 6th Qualifica- 
tion) 


W. A. Bethune, Charlotte, N. C. (Life Member, 3rd Qualification) 


Ralph G. Bosher, Virginia Beach, Va. (Life Member, 4th Qualifica- 
tion) 


William Lester Brooks, Charlotte, N. C. (Life Member, 12th Quali- 





Newton W. Carr, Jackson, Miss. (Life Member, 3rd Qualification) 

James T. Comer, C.L.U., Gastonia, N. C. (Life Member, 6th Quali- 
fication) 

Leo A. Douglas, C.L.U., El Paso, Texas (Qualified in 1944, Quali- 
fied in 1949) 


E. H. Bachschmid, Washington, D. C. (Life Member) 
J. L. McCann, Charlotte, N. C. (Life Member, 4th Qualification) 


TO JEFFERSON STANDARD LEADERS 
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1949 Million Dollar Round Table Qualifiers 


fication) 
James S. Byers, Alameda, Calif. (lst Qualification) 
Ray S. Peters, Denver, Colo. (Life Member, 3rd Qualification) 


Magnus B. Norman, Long Beach, Calif. (Life Member, 4th Quali- 
fication) 
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more than $865,000,000 
Insurance in Force! 
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JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 
RALPH C. PRICE, President FOUNDED IS907 GREENSBORO, N.C. 
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Acclaim L.U.T.C. 
Courses at National 
Council Meeting 


Orr Keeps Sessions 
Moving—Attendance 
Highest in 60-Year History 


Clifford H. Orr, N.A.L.U. president, 
demonstrated at the national council 
session on Wednesday morning his well- 
nigh unique ability to start a meet- 
ing on time and to end it not only on 
schedule, but a little ahead of the 
schedule. Mr. Orr kept pushing things 
along, backing up the line, easing the 
whole procedure with lively humor. 

Two important announcements were 
made at the meeting, the appointment 
of E. L. G. Zalinski as the new ex- 
ecutive vice-president and the with- 
drawal by Simon D. Weissman, trustee, 
of a resolution which had created 
something of a stir. Both of these an- 
nouncements were, however, antl- 
climatic, both of these events having 
been the popular subjects around the 
convention for a day or more pre- 
viously. 

Mr. Benson led off with a motion for 
a rising vote of thanks to President Orr. 
John D. Moynahan, Metropolitan Life, 
Berwyn, Ill, made a brief report as 
secretary. 


Council Members Pick Topics 


An innovation in the agenda Was a 
“coupon” to be filled in, on which mem- 
bers of the national council could indi- 
cate on what subjects they wished to 
be heard. 

Mr. Orr read a letter from the Deans 
Club of Salt Lake, a group of life in- 
surance veterans. Frank Mozely of 
that club was called upon to rise. He 
said that he already has his traditional 
adjournment speech written. 

Simon D. Weissman, trustee, rose to 
read his withdrawal statement of a reso- 
lution he had introduced earlier to wel- 
come another association to fill a gap 
which Mr. Weissman felt existed in 
representation of agents since the NLRB 
settlement. 

After the report of David B. Fluegel- 
man as head of the field practices com- 
mittee, Mr. Orr commented that Mr. 
Fluegelman always called him ‘sour 
puss.’ ’“I’m really not as sour as | 
look, but it’s what I eat that makes 
me so,” 


Minneapolis Seeks ’51 Meeting 


Mr. Orr read a note from Minneapolis 
inviting the trustees to consider Min- 
neapolis as the location for the 1951 
meeting. 

Bradford Hazeltine of Hartford tes- 
tied following the report of the com- 
mittee on underwriter education and 
training by Edward L. Reiley, chairman. 
Mr. Hazeltine said that taking the 
L.U.T.C. course in “course happy” 
Hartford is boosting his production 
from $300,000 to $600,000. The course, 

e said, forced him into market analysis 
and to compare methods with his fel- 
ows 

John Stein of Birmingham joined in 
praising the L.U.T.C. course. Mr. Stein, 
who is also president of his local as- 
sociation, said that local associations 
are really contributing to the profits of 
all agents, through sponsoring L.U.T.C. 
courses, 

“Your community should offer 

(CONTINUED ON PAGE 41) 
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Presides Over Big Cincinnati Meeting 


CLIFFORD H. ORR 


National Life of Vermont, Philadelphia, President National Associa- 
tion of Life Underwriters. 


Slate Reported _ ‘Nowinating ‘Conamnition 





President— 


Judd C. Benson, Union Central Life, Cincinnati. 


Vice-president— 


John D. Moynahan, Metropolitan Life, Chicago. 


Secretary— 


W. Ray Moss, Connecticut Mutual Life, Louisville. 


Treasurer— 


Harry Gardiner, John Hancock Mutual Life, New York. 


Trustees— 


Charles J. Currie, Mutual Life, Atlanta. 

Winston Emerick, New England Mutual Life, Johnstown, Pa. 
David B. Fluegelman, Northwestern Mutual Life, New York. 
F. Leroy Garrabrant, New York Life, Asbury Park, N. J. 
John D. Marsh, Lincoln National Life, Washington, D. C. 
Arthur S. Mitchell, Minnesota Mutual Life, Brookings, S. D. 
Harry J. Syphus, Beneficial Life, Salt Lake City. 

J. R. Fewsaend, Sr., meqennaite Life of Towa, iadianapelte, 


Telectaion Set for Women 


The wives’ rendezvous on the ball- 
room floor of the Gibson Hotel has as 
its featured attraction a television set. 
Mrs. Raymond D. Ross, Jr., wife of 
the Cincinnati association’s president, is 
chairman of the women guests com- 
mittee. 


Visit Blue Grass Country 


Though it was three days before the 
first general session, about 50 were on 
hand to take the bus trip to Lexington, 





Ky. during which a number of famous 
race-horse farms were visited. The 
group was met at Lexington by a com- 
mittee of the local association headed 
by Clem Boex, Equitable of Iowa, pres- 
ident of the Lexington association. 





Los Angeles Seeks ‘51 Meet 


The Los Angeles people were distribut- 
ing lapel ornaments of miniature oranges 
in their campaign to get the convention 
for Los Angeles in 1951. 





Select Zalinski for Rutherfor 


Named Executive 
Vice-president of 
National Association 


Selection Big Topic as 
Cincinnati Convention 
Opens 


By ROBERT B. MITCHELL 


The N.A.L.U. trustees’ selection of 
Edmund L, G. Zalinski for the post of 
executive vice-president was the big, 
news as the National Assn. of Life 
Underwriters annual convention § got 
under way in Cin- 
cinnati this week. 

Mr. Zalinski has 
been managing di- 
rector of Life Un- 
derwriter Training 
Council. 

He was 
to that post in 
March, 1947. He 
was born at Salt 
Lake City in 1915 
and graduated at 
Cornell in 1936 and 
got a master’s de- 
gree at Harvard 
business school in 
1938. He went with New York Life in 
the field and in 1942 was promoted fo 
agency director. During the next three 
years he was manager of three offices 
at New York and in 1946 became man- 
ager at New Haven. He won the C.L.U. 
designation in 1941 and in 1944 New 
York University conferred upon him 
the Ph. D. degree with honors. 

The news rapidly got around early in 
the week that several candidates were 
being considered for the job and that 
it was by no means assured that the 
mantle would fall on Richard E. Imig, 
who has been acting executive vice- 
president since James E. Rutherford 
went to Prudential as a vice-president. 
While it was made clear when Mr. Imig 
took the post that it was an interim 
appointment, he is well liked and there 
were many who hoped that he would 
be the one selected as the permanent 
executive vice-president. 


named 


E. L. G. Zalinski 


Big Topic of Discussion 


As a result of these reports filtering 
out from the early-in-the-week meetings 
of the trustees, the question of who 
would be picked for the post overshad- 
owed in immediate interest the pre- 
vious “Topic A,” the future scope of 
activities of N.A.L.U. under the NLRB 
settlement agreement. 

The trustees created a new _ head- 
quarters post to insure more widespread 
contacts with field men, They offered 
this post to Mr. Imig but up to the 
time President Clifford H. Orr an- 
nounced the new executive vice-presi- 
dent’s appointment at the national 
council meeting Wednesday morning, 
Mr. Imig had not reached a decision 
on whether to accept. Mr. Orr said he 
hoped Mr. Imig would decide to take 
this post because of his unsurpassed 
qualification for it. ‘ 


Heavy Attendance Indicated 


As the convention reached the gen- 
eral sessions stage it appeared that the 
attendance would run extremely heavy. 
W. Henry Blohm, Provident Mutual, 
general chairman of the Cincinnati con- 

(CONTINUED ON PAGE 44) 
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Events of Past Year 
Have Strengthened 
N.A.L.U., Orr Declares 


NLRB Case Provided 
Opportunity for Agents 
to Rechart Course 


The events of the past year have 
served to strengthen the N.A.L.U., 
Clifford H. Orr, National Life of Ver- 
mont, Philadelphia, its president, said 
in his report of administration at the 
Thursday morning opening general ses- 
sion. The organization has had an op- 
portunity to rechart its course, and the 
dasic work of the parent body and of 
its committees will be continued. 

Taking up Mrs. Nola _ Patterson’s 
complaint filed with national labor re- 
lations board, Mr. Orr stated that her 
contention that N.A.L.U. is essentially 
a bargaining group and that companies 
and company organizations were violat- 
ing the labor law through “subsidiza- 
domination and_ control’ of 
N.A.L.U. was without foundation in 
fact. N.A.L.U. never was and never 
intended to be a bargaining organiza- 
tion. However, the case provided the 
basis for a complete reexamination of 
all N.A.L.U. aetivities and has _ pro- 
vided a clear cut chart for present and 
immediate future undertakings. 


“Committee Work Will Continue 


Much speculation has arisen among 
a*number of members who have not had 
the opportunity to obtain intimate 
knowledge of N.A.L.U. activities as to 
just which, if any, of the things the 
organization has been doing must be 
discontinued and which may be con- 
tinued. There is nothing whatsoever 
in the NLRB case, Mr. Orr declared, 
that in any way will or can affect 
N.A.L.U. work in carrying out the 
basic objectives of the association. “I 
can state without equivocation that not 
one of our committees must be discon- 
tinued and the basic work of each of 
them as heretofore carried on will con- 
tinue,’ > he said. 

“Our agents’ compensation commit- 
tee may continue its efforts along lines 
of research in this subject. Our com- 
mittee on social security may continue 
its activities in legislative halls in our 
continued efforts to have old age and 
survivor insurance benefits extended to 
include all who are gainfully employed, 
including ordinary agents who may be 
classified as independent contractors. 

(CONTINUED ON PAGE 39) 


Trustees Reject Modified 
Weissman Resolution 


On Monday afternoon, the trustees 
disapproved and sent on to the com- 
mittee on resolutions a resolution sub- 


mitted by Simon D. Weissman, Equi- 
table Society, Boston, which would 
have committed N.A.L.U. to recogni- 


tion of the need for some other asso- 
ciation to deal with companies. Mr. 
Weissman maintained that the NLRB 
settlement agreement disposing of the 
charges filed by Mrs. Nola Patterson 
created a void which had to be filled 
by some other’ organization which 
would represent agents. The rejected 
resolution was a substitute for an earlier 
resolution submitted by Mr. Weissman 
which specifically committed N.A.L.U. 
to welcoming Life Insurance Field 
Force of America “into the sphere of 
institutional organizations.” 


Modified Resolution More General 


The modified Weissman resolution 
was much more general in its wording 
and named no specific organization as 
the proposed recipient of the N.A.L.U. 
blessing. Mr. Weissman submitted his 
earlier resolution as publicized, but 
later withdrew it and replaced it with 
the following resolution: 

“Whereas, N.A.L.U. has officially and 
voluntarily limited its objectives to 
those of a professional organization, and 

“Whereas, N.A.L.U. is legally re- 
strained from engaging in any activities 
which can be interpreted as dealing with 
life insurance companies in matters af- 
fecting the welfare or conditions of em- 
ployment of life insurance agents, and 

“Whereas, such activities can be en- 
gaged in only by an association con- 
sisting solely of agents, 

“Now, therefore, be it resolved that 
N.A.L.U. recognizes the need for such 
an agents’ association or associations 
to fill the void created by the incapacity 
of N.A.L.U. to deal with life insurance 
companies in matters affecting life in- 
surance agents.” 


“Void” Subject of Speculation 


That void which Mr. Weissman was 
talking about is the subject of a certain 
amount of speculation by the man in 
the lobby. Perhaps he isn’t sure whether 
the void should be filled, or if he is sure 
he does not know what it will be that 
will fill it. Life Insurance Field Force 
of America undoubtedly sees itself as 
the answer. There do not seem to be 
many adherents to the cause of this 
union in Cincinnati. Perhaps it is 
logical that the generally successful 
men of the type who attend the 
N.A.L.U. meeting do not feel the need 
for the help of a union in dealing with 
their companies. 

On the other hand, N.A.L.U. in re- 
cent years has numbered in its ranks 
of active participants a number of men 
who could be classified as the collective 


bargaining camp—that is, they stressed 
that N.A.L.U. should take over the 
functions of a union and pitch in, gather 
the facts, and present a united agents’ 
front to the companies. These strong 
collective bargainers have apparently 
remained within N.A.L.U. ranks. They 
are back at the convention this year, 
but they are back with open minds and 
have no pat answer. 

Even those who might have been 
classified as the most radical in the 
N.A.L.U. spectrum do not appear cer- 
tain that a national union is necessary. 
There seems to be no discernable senti- 
ment among those attending the con- 
vention for union representation. There 
are quite a few who put the stress upon 
the place of the company associations 
representatives for the 


as bargaining 
agents, but they admit that there is 
every conceivable variety of company 
association. 

Mr. Weissman withdrew his second 


resolution on Tuesday with the follow- 
ing comment: 

“Our labor counsel has advised that 
the resolution which was proposed for 
consideration by me may be interpreted 
as being in violation of the spirit of the 
National Labor Relations Board agree- 
ment. I have therefore decided that it 
would be to the best interests of the 
association to withdraw this resolution. 
I personally feel that there is need for 
assistance to agents which would be 
outside the scope of this association's 
activity; in view of our counsel’s opinion, 
I do not now believe that the resolu- 
tion as proposed can achieve that pur- 
pose. 

“It is my desire to correct an appar- 
ent misunderstanding. I am not at 
present nor have I ever been a member 
of any organization of life insurance 
agents, excepting this association and 
its affiliates, and I have no present in- 
tention of becoming a member of any 
other such organization.” ; 


Sneak Thieves Busy 


Sneak thieves got into four conven- 
tioneers’ rooms at the Gibson Monday 
night, the heaviest loser being H. Coch- 
ran Fisher, Aetna Life, Washington, 
D. C., whose wallet with $200 in it 
was stolen. Others robbed were Mr. 
Fisher’s roommate, Paul Sleeper, Aetna 
Life, Washington, Philip B. Hobbs, 
Equitable Society, Chicago, and ‘Thomas 
W. Strange, Ohio National, Cincinnati. 





Mac F. Begole, Massachusetts Mu- 
tual, Detroit, and Mrs. Begole spent 
their first. evening in town at Valerio’s 
Italian restaurant. They had read about 
it in the magazine published by the 
Ford company at Detroit, which de- 
votes a certain amount of space in each 
issue to a description of good eating 
places around the country. 


NAL. Clarifies 
Scope of Activities 
Under NLRB Pact 


Letter from Law Firm 
Sent to Nat'l Council, 
All Committee Members 


To clarify what the National Assn. 
of Life Underwriters can and cannot 
do under the recent national labor rela- 
tions board settlement agreement grow- 
ing out of charges brought by Mrs, 
Nola Patterson of Atlanta, and thereby 
expedite the business of the convention, 
the association recently distributed to 
its national council members and chair- 
men and members of all committees 
copies of a letter received by President 
Clifford H. Orr from Wilson, Branch & 
Smith, its attorneys in the NLRB case. 

The law firm’s letter states that it is 
not possible to issue a simple statement 
that certain items are legal and certain 
others are illegal under the agreement 
but that in general any activity or 
function directed toward eh 
ment of the “objects” of N.A < 788 
set forth in the by-laws is a the 
legal orbit of the agreement. 


By-Laws “Objects” May Be Pursued 


“It would appear to the undersigned 
that all of those functions and activities 
of the association which were con- 
templated at the time of the adoption 
of the current by-laws can be continued 
and that no individual member or local 
association should in any way feel that 
the recent settlement has restricted or 
outlawed such functions and activities,” 
the letter states. ‘“No structural changes 
in your current by-laws, office pro- 
cedures, committee arrangements or 
stated policies are necessary to comply 
with the settlement agreement. 

“The association’s committees which 
appear to be most controversial from 
the labor relations point of view are: 
(1) agents; (2) compensation, and its 
subcommittee on section 213 of the New 
York insurance law; (3) federal and 
state law and legislation; and (4) 
social security. 

“The work of these committees must 
be confined to promotion of the best 
interests of the public, the life insurance 
business, and life underwriters as a 
whole; rather than devoted to a group 
of underwriters employed by or con- 
tracting with a single company or a 
specified group of companies. For re- 
search purposes only, with that purpose 

(CONTINUED ON PAGE 38) 








W. P. Emerick 


Cc. J. Currie 








D. B. Fluegelman F. L. Garrabrant 


Trustee candidates on the slate reported by the nominating committee are Charles 
J. Currie, Mutual Life, Atlanta; David B. Fluegelman, Northwestern Mutual, New York 


City; F. Leroy Garrabrant, New York Life, Asbury Park, N. J.; 
New England Mutual, Johnstown, Pa.; John D. Marsh, Lincoln N: ational, 


Winston Emerick, 
Washington, 
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A. S. Mitchell 


John D. Marsh 


D. C.; A. 
Life, Salt Lake City; J. 


Currie, Fluegelman and Garrabrant are incumbents. 


Slate Recommended by Nominating Committee 





J. S. Townsend, Sr. 


Harry J. Syphus 


S. Mitchell, Minnesota Mutual, Brookings, S. D.; Harry J. Syphus, Beneficial 
R. Townsend, Sr., Equitable Life of Iowa, Indianapolis. Messrs. 


Messrs. Emerick. Fluegelman and 


Garrabrant are agents and the others managers or general agents. 
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Greetings to the N.A.L.U. 


from 
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@ Skyline View of Downtown Cincinnati taken from across the Ohio River 


Cincinnati 
GENERAL AGENTS and MANAGERS 





Members of the Associated nate General Agents and Managers 


Max: Abramss.<c. oc... ccies ccc cece General Agent 
OCCIDENTAL LIFE INSURANCE CO. OF CA 

Kenneth Albers, C.L.U.................2- ] ai 
MANUFACTURERS LIFE INSURANCE CO. 

Richard W. Angert, C.L.U.......... General Agent 
PENN MUTUAL LIFE INSURANCE CO. 

Phillip A Males abs 6 ontsocascaconessses Manager 
HOENIX MUTUAL LIFE INSURANCE CO. 

Arthur ytd Cec nciv olde ce sees Manager 

Pg ae INSURANCE CO. OF AMERICA 

Judd C. Benson................-. General Manager 
she CENTRAL LIFE INSURANCE CO. 

W. Henry Blohm.................. General Agent 
PROVIDENT MUTUAL LIFE INSURANCE CO. 
Aapuat, E, HOmdh so'0:0015: 0:0 icles sosiss ceieieras.ch Manager 
METROPOLITAN LIFE INSURANCE CO. (NWD) 

W. As TR. Berta c so ccciccnccecsscs General Agent 
HOME a INSURANCE COMPANY 
Paul H. Burkman.................. General Agent 
BANKERS LIFE INSURANCE CO. OF IOWA 
George Carter ..............+2.+++++++.+ Manager 
PAN AME RICAN LIFE INSURANCE CO. 

William 6. Feline s:..6:0 6 0cscesccccesceess Manager 
METROPOLITAN LIFE INSURANCE CO. 

W. Thomas Craig.................. General Agent 
a, LIFE INSURANCE CO. 

W iiliom, B BINETIARD 5 55.5.5: c:s.0.c.sisleaccen General Agent 

OVIDENT "LIFE & ACCIDENT INS. CO. 
Walter c lol) 2 ee ee General Agent 
BERKSHIRE LIFE INSURANCE CO. 
Ue oe WBE. Soc ccc eucccnuncess General Agent 


MUTUAL BENEFIT LIFE INSURANCE co. 














William T. Earls, C.L.U............ General Agent 
CONNECTICUT Are ohh LIFE INSURANCE CO. 


Joseph Ler Gantz General Agent 
ACIFIC MUTUAL LIFE INSURANCE CO. 


Milton pnt EEE CLERC ITT. oe ee Manager 
SUN LIFE ASSURANCE COMPANY 


Chff Ly Gurney << 2000 cc cceesestucs General Agent 
UNITED BENEFIT LIFE INSURANCE CO. 
Richard C. Hageman.................+.:! Manager 

EQUITABLE LIFE ASSURANCE SOCISTY OF N. 
George R. Hammerlein............. G qneral ae 
MINNESOTA MUTUAL LIFE INSURANCE CO 
Benjoots Gales a ccecscsncacecens Cin Agent 
NCOLN NATIONAL LIFE INSURANCE CO 
Thomas M. Herman............. osfieud Agent 
NORTHWESTERN. ONATIONAL LIFE INSURANCE co. 
Ray Hodges, CRiscctcascuscacuas General Agent 
ATIONAL LIFE INSURANCE CO. OF VT 
Glenn W. WRG oe ccccuencepandcaveanes ate! Manager 
RELIANCE LIFE INSURANCE COMPANY 
Tel Be Jaehsothe «occ ccs ccccwsctes Ge novel . Agtut 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
Paul Johnson, C.L.U..................66.! Manager 
FIDELITY MOL LIFE INSURANCE co. 
William J. Mack, C.L.U............ seneral Agent 
NORTHWESTERN MUTUAL LIFE INSURANCE co. 
Charles J, We@ayis.cccccencccceccccccnel a, fanager 
MUTUAL LIFE INSURANCE CO. OF N. 
James C. McFarland, C.L.U......... p Saal Agent 
OHIO STATE LIFE INSURANCE CO. 
Johur G. S. Weveie ccc s cease ccesegecessl Manager 


JOHN HANCOCK MUTUAL LIFE INS. CO. 











J. Be MeGonmtaiies ccecc ce vicvcscs css General Agent 
EQUITABLE LIFE INSURANCE CO. OF | 
Thomas S. Muir, C. 
GU ARDIAN LIFE INSURANCE CO. 
Guy D. Randolph, C.L.U............ General Agent 
NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
L's Ae A) |) errr re General Agent 
MUTUAL TRUST LIFE INSURANCE CO. 
Raymond D. Ross.............+++5 General Agent 
GREAT WEST LIFE ASSURANCE CO 

Lee B. Scheuer.................5.- General Agent 
STATE MUTUAL LIFE INSURANCE CO 

Carl R. Schlotman...............eee eee . Manager 


W. R. Smith 

ACACIA MUTUAL LIFE INSURANCE CO 

W. A. Spiker, C.L.L 

EW YORK LIFE INSURANCE CO. 

Donald S. "tes rk 

EFFERSON STANDARD LIFE INS. CO. 

a TRON how ckcdccecescess General Agent 
CONNECTICUT GENERAL LIFE INS. CO. 

Thomas W. Strange............ccesseeees Manager 
OHIO NATIONAL LIFE INSURANCE CO. 

William A. Sullivan Manager 
METROPOLITAN LIFE INS. CO. (ELMWD) 

Carl GC. TROGIR sc << ie ccscsccccccsvces Manager 

METROPOLITAN LIFE INS. CO. 

William C. Thurman.................... M 
COMMONWEALTH LIFE INSURANCE CO. 

George Vinsonhaler, C.L.U......... General Agent 

JOHN HANCOCK MUTUAL LIFE INSURANCE co. 
Manager 


anager 


Frank Wigglesworth .................06- 
THE TRAVELERS INSURANCE COMPANY 
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Vest Voting Dikesior 
in National Council 


At the convention’s business session 
Wednesday afternoon the by-law amend- 
ment vesting voting power in the na- 
tional council rather than the conven- 
tion body passed with a single dis- 
senting vote. 

A. S. Mitchell, Minnesota Mutual, 
representing the Watertown, S. D., as- 
sociation, objected to it on the ground 
that it would be a centralization of 
power and “I am thoroughly opposed 
to it.” Mr. Mitchell’s was not the dis- 
senting vote. 


Fluegelman Supports Change 


David B. Fluegelman, Northwestern 
Mutual, New York City, a trustee, 
pointed out that the council gives equal 
power ‘to associations regardless of 
size. He said a large association could 
—though there was no reason to believe 
it would—override the other associa- 
tions by the superior number of _ its 
delegates under the present system that 
was being superseded. 

Carlton Cox, Metropolitan Life, Pat- 
erson, N. J., said that Mr. Mitchell had 
earlier proposed to have regional di- 
rectors and voting by mail for trustees. 
However, he said, Mr. Mitchell with- 
drew his insistence that the matter be 
considered at this meeting and hence 
there would be ample time to give con- 
sideration to the plan as was done with 
the by-laws amendment just adopted. 





Strong Program for South 
Texas Congress Nov. 5 


Albert Schmidt, manager of National 
Life & Accident, and president of 
Corpus Christi Life Underwriters Assn., 
announces plans for the south Texas 
sales congress at Corpus Christi Nov. 
5. Maynard Herbert, California-West- 
ern States Life, is general chairman. 

The speakers are D. L. Myrick, Great 
Southern, Lake Charles, La.; Orvill M. 
Ericksen, district manager John Han- 
cock, Dallas; James L. Miller, R. & R.; 
Jack Lawrence, manager of Prudential, 
Houston; L. C. Tallman, educational 
director California-Western States, and 
Lonnie Langston, Southwestern Life, 
Lubbock. 

The various companies and agencies 
will hold luncheons for their agents and 
guests, 

Entertainment this year will be pro- 
vided by the Managers Club of Corpus 
Christi, consisting of a cocktail party 
with informal entertainment the eve- 
ning preceding the sales congress. 


Rete for Major 
N.A.L.U. Official Posts 








w. 


Ray Moss 


John D. Moynahan 


Recommendations of the nominating 
committee for the two major N.A.L.U. 
official posts next to the presidency 
were: 

For vice-president: 

John D. Moynahan, 
Life, Berwyn, IIl., who is thus 
line for the presidency next year. 

For secretary, to start up the official 
ladder: 

W. Ray Moss, 
Life, Louisville. 

Charles E. Cleeton, Occidental Life, 
Los Angeles, was nominated from the 
floor. 


May Raise Limits on 
Children in Canada 


Discussions by the Canadian insur- 
ance superintendents last week indicate 
that legislation may be altered in Can- 
ada shortly to permit increased amounts 
of life insurance to be sold on the lives 
of children. 

At the annual convention of the 
superintendents at St. Andrews-by-the- 
Sea, a draft amendment to the uniform 
life insurance act was submitted which, 
if adopted by the legislature, will per- 
mit companies to abandon all limits on 
a child five years or over. 

At present, the limits are severe. An 
infant under age one cannot command 
a payment from an insurance company 
for more than $100 if death should oc- 
cur within that period. The amount is 
allowed to increase $100 per year by 
law, that the maximum payment 
allowed by law for a child 10 or under 
is $1,000. 

The objective is to double the cover- 
age allowable for children ages five or 
under—in other words, children who 
die between ages three and four, if 
insured to the limit, would command 
payments of a maximum of $800; if 
death occurs between four and _ five, 
$1,000 would be the limit. Over and 
above age five there would be no limit. 


Metropolitan 
put in 


Connecticut Mutual 


sO 





Group to left includes some of the executive secretaries who are on hand: Joy 
Luidens, Chicago; Estelle Spencer, Buffalo; Gladys Grover, Toronto, Irene McKay, 
Texas association, Austin; and Winifred Cornell, Detroit. 

At the right are shown, at the registration desk for the Women’s Quarter Million 








Gives Practical Counsel c on 
Obtaining Licensing Law 


By RICHARD J. THAIN 


The meeting of the committee on 
state law and legislation sparkled with 
a high degree of 
audience participa- 
tion and with valu- 
able contributions 
by members. of 
legislative com- 
mittees in states 
where suecess has 


been scored. P er- 
haps more than 
ever before’ the 
state associations 


are coming to ap- 
preciate the value 
of comparing notes. 
They have been 
sea by central Smee S Maott 
direction from James B. Hallett, gen- 
eral counsel, who has been busy tying 
the strings of state experience together 
this year. 

Mr. Hallett sat in on the meeting and 
together with the cool and able chair- 
man of the committee, W. Ray Moss, 
Connecticut Mutual, Louisville, — in- 
tegrated the meeting and steered it 
into constructive channels. 





Pension Plan Taxation 


The committe report was approved 

written. A motion was passed to 
create a sub-committee to study self- 
administered pension plans and_ the 
regulation and taxation of such plans. 
Other than these formal items of busi- 
ness, the session was one of discussion 
and recommendation. 

Mr. Hallett submitted a first draft 
of a check list which he has prepared 
ior the guidance of state associations 
which are seeking a life agent’s qualifica- 
tion bill requiring a written examina- 
tion before the license can be issued. 
This is the first instance in which 
N.A.L.U. headquarters has engaged in 
such a pioneer step. The check list was 
purely tentative and had neither been 
approved by the state law committee 
or the trustees. Mr. Hallett merely 
wished to stimulate study and asked that 
the committee membership read it and 
submit any additions, corrections or 
refinements at a later date. 

This list, compounded of the ex- 
perience of several state groups ad- 
vised, first of all, that plans for getting 
through a qualification bill be laid far 
in advance—a year is not too far. It 
stressed that deviations from the 
N.A.L.U.. model bill should be kept 


as 


Dollar Round Table: Winifred 4 Pickering, Canada Life, Toronto; Mrs. Gladys Brockus, 
California-Western States Life, Corpus Christi, Tex.; and Minna Hensley, Franklin Life, 


to a minimum, because these bills are 
the result of ‘long and careful study 
and each sentence has strong reasons 
behind it. Support of the bill by the 
company organizations will diminish 
in proportion to the deviations from 
the model, then too, it is designed to 
be uniform legislation in the states and 
therein lies a good part of its value, 
the headquarters check list reiterates, 


Written Examination Is Keystone 


It is emphasized that the requirement 
of a written examination is the key- 
stone of any such legislation. Yet, from 
the point of realism, the check list 
points out that compromises may be 
necessary. ‘ 

Importantly the headquarters memo- 
randum stresses that each state or local 
association is on its own in_ having 
such legislation passed. N.A.L.U. can 
only furnish the broad outline and is 
equipped neither financially nor in num- 
bers to send a representative to each 
state. Also, in the final analysis, only 
the state’s residents know well that 
state’s problems, personalities and pro- 
cedure. 

The memorandum advises that the 
initial working group in each. state 
should be small, from three to five 
individuals who live and work near 
one another and who are really con- 
vinced of the need for such a bill. 
These men should be willing to talk 
about that need to anyone, but have 
the ability to keep quiet when necessary. 
They should be sufficiently well esta- 
blished, so that the time and_ effort 
needed will not hurt them financially. 
This group should include the state's 
representative on the national law and 
legislative committee unless he _ is 
hostile or inept. If possible the nuclear 
group should include an agent with 
legal training or one who has served 
in the legislature. 


Assignment of Tasks 


been formed, this germinal 
body should meet to decide who will 
perform the various functions. There 
must be someone to be the central in- 
formation center and to handle cor- 
respondence. There must be one man 
to draft resolutions and one man who 
will keep the files for a “Grass Roots” 


Having 


campaign—one or more agents who 
know each legislator intimately on a 
social or business basis. 

The organizers must sit down and 


figure out what members of their own 
(CONTINUED ON PAGE 34) 





Salina, Kan., former secretary-treasurer of the Kansas association. 
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TO 43 


SAMUEL A. AARON 
Los Angeles, Cal. 


M. LEE ALBERTS 
Chicago, Ill. 


LAWRENCE E. ANDERSEN 
Pasadena, Cal. 


RAYMOND B. ANTHONY 
Chicago, Ill. 


MRS. MILDRED P. BEHR 
Chicago, Ill. 


T. JAMES BROWNLEE 
St. Louis, Mo. 


LLOYD H. BUNTING 
New York, N. Y. 


GEORGE B. BYRNES, C.L.U. 
Pasadena, Cal. 


Chicago, Ill. 


Chicago, Ill. 


DANIEL E. DEAN, C.L.U. 
Philadelphia, Pa. 


M. J. DONNELLY 
New Castle, Pa. 


LEO F. D@AX, C.L.U. 
Eau Claire, Wis. 


HERMAN C. EDWARDS 
Chicago, Ill. 


393 Seventh Avenue 





CHARLES A. CUMMINS, C.L.U. 


WILLIAM D. DAVIDSON, C.L.U. 


THE 


Life Assurance Society of the United States 


EXEMPLARY PUBLIC SERVANTS... 


Coon oratulations ! 


I AM SURE that our entire organization joins me in felici- 
tating the 43 Equitable members of the 1949 Million Dollar 
Round Table whose names appear below. 

I know all these men —as distinguished representatives of 
The Equitable Life Assurance Society of the United States. But 
I also know them as outstanding citizens — men who look on life 
insurance not as just a means of earning a livelihood, but as an 
opportunity to serve their community and their fellow men. 


fe 


ISRAEL C. FELDMAN 
Philadelphia, Pa. 


SAMUEL W. FIELDS 
Philadelphia, Pa. 


CECIL FRANKEL 
Los Angeles, Cal. 


DAVID A. FREEDMAN 
New York, N. Y. 


FRED S. GOLDSTANDT 
New York, N. Y. 


MEYER M. GOLDSTEIN, C.L.U. 
New York, N. Y. 


ROY GREEN 
Washington, D. C. 


HARRY GREENSFELDER, JR., C.L.U. 


St. Louis, Mo. 
CARL E. HARRIS 
Chicago, Ill. 
JAMES M. HAMILL 
San Francisco, Cal. 
J. D. E. JONES, SR. 
Providence, R. |. 
STANLEY S. LEEDS 
Beverly Hills, Cal. 
NOEL D. MAXCY 
New York, N. Y. 
GERALD W. PAGE, C.L.U. 
Los Angeles, Cal. 


JOHN M. PFEIL 
Pittsburgh, Pa. 


President 


THEODORE M. RIEHLE, C.L.U. 
New York, N. Y. 


MARTIN 1. SCOTT, C.L.U. 
Los Angeles, Cal. 


MARVIN SHERMAN, C.L.U. 
Los Angeles, Cal. 


LEON GILBERT SIMON 
New York, N. Y. 


LISLE A. SPENCER, C.L.U. 
Youngstown, Ohio 


HARRY STEINER, C.L.U. 
Chicago, Ill. 


RON STEVER, C.L.U. 
Pasadena, Cal. 


J. E. B. SWEENEY 
Charleston, W. Va. 


NORMAN B. TOBIAS 
Boston, Mass. 


CHARLES WASSER 
New York, N. Y. 


STANLEY H. WATSON, C.L.U. 
Cleveland, Ohio 


SIMON D. WEISSMAN, C.L.U. 
Boston, Mass. 


H. E. WIRSING 
New York, N. Y. 


HARRY T. WRIGHT 
Chicago, Ill. 


EQUITABLE 


New York |, N. Y. 
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a Over ss Definition 
of Life Insurance Agent 


Discussion of the definition of “life 
insurance salesman” in H.R. 6000 was 
a major topic of discussion at the meet- 
ing of the social security committee, 
headed by Simon D. Weissman, Equit- 
able Society, Boston. 

The definition is troublesome because 
of the difficulty of defining “full-time” 


in the phrase, “a full-time insurance 
salesman.” James B. Hallett, N.A.L.U. 
general counsel, suggested that it might 
be improved by the words, “as a life 
insurance salesman with respect to 
services performed under a written con- 
tract expressly requiring him to devote 
substantially all of his business time to 


an insurance company or its agent.” 

Mr. Hallett indicated that the words 
“salesman” and “substantially” would 
require interpretation by regulations. 


Section 165 Problem 


Mr. Hallett said there is hope that the 
social security definition of life insur- 
ance agent will also be used for section 
165 of the revenue code. This would take 
care of the agent who is penalized under 
present conditions because he is not an 
employe and approved plans under sec- 
tion 165 can apply only to employes. 

Discussing compulsory health insur- 
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TO THE OFFICERS AND BOARD 


OF TRUSTEES OF THE NATIONAL ASSOCIATION OF LIFE 


UNDERWRITERS 


AND OUR BEST WISHES FOR A SUCCESSFUL 


AND RESULTFUL 1949 CONVENTION AT CINCINNATI. 


COMMONWEALTH LIFE INSURANCE COMPANY 


LOUISVILLE » KENTUCKY 





ance, Judd C. Benson, Union Centra] 
N.A.L.U. vice-president, said that the 
interest in federal health proposals died 
suddenly and it seemed pointless for 
N.A.L.U. to make an appearance. He 
said the best recommendation the com- 
mittee could make to the trustees was 
to advise them that compulsory health 
insurance might come up at the second 
session of the 81st Congress and that 
the proper committees should be pre- 
pared to appear before congressional 
committees. He suggested that studies 
be made so that the association will be 
prepared to take a position at the mid- 
year meeting. 

A. J. Ostheimer III, Northwestern 
Mutual, Philadelphia, said he wondered 
why N.A.L.U. should take a position, 
since the A. & H. people and the casu- 
alty companies are on the job. 

Mr. Benson said that congressmen 
tend to lump compulsory health insur- 
ance with social security. 


In Income Disability Business 


Falconer Thomas, Northwestern Mu- 
tual, Minneapolis, conceded the risk of 
seeming to get into a field that is none 
of N.A.L.U.’s_ business; nevertheless, 
life companies are in the income disa- 
bility and waiver business. 

S. C. Feris, Monarch Life, Spring- 
field, Mass., pointed out that many 
N.A.L.U. members are interested in 
A. & H. group disability and hospital- 
ization. He said it is impossible to dif- 
ferentiate between social security and 
compulsory health insurance as all are 
part of the welfare state concept. 

Mr. Benson said he was concerned at 
the possibility of being unprepared if it 
were necessary to appear before a con- 
gressional committee. 

Mr. Ostheimer said it was a question 
for the association to decide and the 
committee should decide whether it is 
tor or against compulsory health insur- 
ance before spending a lot of money in 
studying the question. 

Mr. Benson moved that the commit- 
tee recommend to the trustees that an 
appropriate committee look into the 
question of whether N.A.L.U. should 
take a position and if so what the posi- 
tion should be. The motion was 
carried. 


Expand Federal Legislative Work 


The federal law and legislation com- 
mittee headed by Judd C. Benson, vice- 
president, voted to recommend to the 
trustees that N.A.L.U.’s federal legisla- 
tive work be expanded still farther in its 
present direction, with a view to estab- 
lishing contacts more widely with mem- 
bers of Congress. 

Regarding any proposed congres- 
sional investigation of the life insurance 
business, Mr. Benson said the associa- 
tion has long had a hands-off policy. 

The committee voted without discus- 
sion to continue that policy. Mr. Ben- 
son explained that the vote was a good 
idea, because the committee is some- 
times criticised for not doing something 
to try to head off proposed investiga- 
tions. 

There was a little discussion of 
whether 'N.A.L.U. should interest itself 
in the federal income tax on life com- 
anies, since this is finally paid. by the 
policyholders. However, the feeling 
was that this matter is being ably han- 
dled by other organizations. 


Hallett Gives Views \ 


James B. Hallett, general counsel, 
went over a list of proposals that N.A. 
L.U. has tried to get enacted by Con- 
gress from time to time. His aim was 
to get an idea of their relative impor- 
tance to the members and the public. 
He distributed the list to those present, 
asking them to send him the list, with 
ideas of the relative importance. 

W. H. Andrews, Jr., Jefferson Stand- 
ard, Greensboro, N. C., moved to thank 
Mr. Benson for his able services as 
committee chairman. The motion car- 
ried with enthusiasm. 

Mr. Benson praised the work of the 
committee and of Mr. Hallett. He men- 
tioned that Mr. Hallett has gained valu- 
able standing in Washington. 
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~—_ R e ® f S ti 2, ] 3 violated the provisions of the law and, control and not by the dual and over- 
it the therefore, was nullified and had to be lapping controls which exist in the pres- 
: died evi1sion oO ection. kay neon: 

'S zs f N Y L U d As a second example, it refers to the In order to implement this recom- 

€ WW x Ww compensation permitted agents operat- mendation, it suggests that the control 
com- O e or a rge ing under the branch office system. It of agents’ compensation should be on 
5 was : : ae aes has generally been contended that, even a so-called “contract basis” only. In 
health Recommendations for changes in sec- This “contract control” is further though the “contract control” contained other words, it recommends that the 
— tion 213 of the New York law, control- complicated by the fact that, under gen- in the law permitted a certain basis of law set the maximum basis of com- 
that ling company ex- eral agencies, the general agents’ over- compensation, in actual fact, no com- pensation which may be paid on any 
> ,pre- penses and in par- riding commissions and the general pany can pay the said basis of compen- policy to the agent of record in simple 
ms ticular Ba dad agency aay other than thone, cai sation and stay within its expense limits. and understandable language and that 

A commissions, suD- ject to voucher approval, are combine moneys paid as a result of such con- 
ill be mitted by a sub- in the same “contract control” as the General Suggestions Offered tracts be excluded from all other ex- 
/ mid- committee author- agents’ compensation. ; The committee makes several general pense limitations which may exist under 
studi ae at the N.A. In addition, the coer paid om as suggestions for changes and asks that the statute. 

.U. mid-year agents’ compensation form part of three it be authorized to prepare and present a - ra 

dered meeting, consti- separate expense limit controls; (i) the specific recommendations along this line Eliminate Present Disparities 
yp, tuted the major inside limit which controls the total to the New York joint legislative com- The committee feels that the removal 

asu- part of the com- commissions and similar expenses which mittee. of the moneys paid to agents, as sug- 

_ mittee on compen- may be paid; (ii) the outside limit which The committee recommends that if gested above, would necessitate the in- 
ep, sation, headed _ by controls all first year expenses; and, (iii) it is felt desirable to continue to control troduction of a new expense limit con- 

H. Cochran Fish- the total company expense limit, agents’ compensation under section 213, trol governing the expenses of agencies 
Ret aidy Ds No One Knows Answer it should be controlled by one type of (CONTINUED ON PAGE 40) 
> ¢. Se The greatest This makes it impossible to define 

1 Mu- fault found with the present law is its clearly the final result. When the field 
isk of general complicated nature with its force asks, “What is the maximum basis 

none overlapping controls, which results in of compensation permitted by the stat- 
ieless, the inability of the general public, the ute?” there is no factual answer which 

disa- field forces and even the officers of in- applies to all companies. The maximum 

; surance companies to understand and compensation for each individual com- 
pring- appreciate the provisions of the statute pany would be the maximum which it 
many fully. Changes therefore are recom- can afford to pay under the “contract 
ed in mended “to make the law understand- control” and still stay within its various 
spital- able and equitable by and to all parties expense limits. 

Ce) - concerned.” It has been found, in certain instances, 

y an : that companies have had a contract for 
ll are Comes Under 10 Subsections remunerating agents and general agents 

Agents’ compensation is presently con- approved by the department in accord- 

led at trolled under 10 different sub-sections ance with the law only to find, at a later 
1 if it of section 213. The maximum first year date, that due to unforeseeable changes 
| con- compensation and the total compensa- in business conditions, the contract con- 

; tion of agents is limited by what might travened the provisions of the law by 

estion be termed a “contract control.” Every paying more money under the inside or 
d_ the agent’s contract must conform with the outside limit than was permitted by the 
_ it 1s standard provisions of the law or be said expense limits, with the result Clifford H. Orr, National Life of Vermont, Philadelphia, N.A.L.U. president; Richard 
nity approved by the New York department that even though the contract had been . Imig, acting executive vice-president; and Harry Gardiner, John Hancock, New York 
ley in before it can become effective. approved by the department it still City, N.A.L.U. treasurer, at breakfast Sunday morning at the headquarters hotel. 
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M. L. CAMPS 


General Agent 


Lire INSURANCE COMPANY 
(OF Bosom Masecenwserrs 


Suite 601, 110 E. 42nd St., New York 


MUrray Hill 6-4445 








THE LEE NASHEM AGENCY 
OF 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
BILL BEERS HAROLD NACLERIO 
Brokerage Manager Brokerage Supervisor 
MURRAY HILL 5-5087 
110 EAST 42ND STREET 


NEW YORK 
NEAR PARK AVENUE 











THE DOREMUS-BRAGG 
AGENCY 


FREDERIC S. DOREMUS 
JAMES ELTON BRAGG, C.L.U. 


Managers 


COMPANY OF AMERICA 


Home Office Agency 
50 Union Square 





THE GUARDIAN LIFE INSURANCE 


Downtown Office 
60 John Street 














THE S. S. WOLFSON 
AGENCY, INC. 
General Agent 
BERKSHIRE 
LIFE INSURANCE COMPANY 
17 EAST 42nd ST. NEW YORK 


S. Samuel Wolfson, President 
Hilliard N, Rentner, Vice President 








THE MACCABEES 
60 EAST 42ND STREET 
NEW YORK, N. Y. 


+ 


GEORGE SHELLEY 


Metropolitan Manager 








L. W. SECHTMAN 


General Agent 


> 


AETNA LIFE INSURANCE COMPANY 


Lincoln Building 60 East 42nd Street 


New York 
MUrray Hill 2-0200 
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HERSCH - BOOKSTAVER, Inc. 
SECURITY MUTUAL LIFE INSURANCE 
COMPANY 





17 EAST 42 ST. NEW YORK 17, 
MUrray 2-0284 
DAVID T. HERSCH BURTON J. BOOKSTAVER 


General Agents 


N. xX. 











HOMER C. CROSS 


Manager 


PRUDENTIAL INSURANCE COMPANY 
OF AMERICA 


405 Lexington Avenue 
New York. N. Y. 
MUrray Hill 63070 








HARRY GARDINER 


General Agent 
+ 


JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


225 BROADWAY 
NEW YORK 7. N. Y. 








| sociation of 
Life ate fron New York 


General Agents and Managers 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office—Newark. N. J. 
EUBANK & HENDERSON, Managers 


40th Floor—40 Wall Street. New York 
Digby 4-0040 











THE BEARDSLEE AGENCY 


COLUMBIAN NATIONAL 
LIFE INSURANCE CO. 


Lester E. BEeARDSLEE, Jr., General Agent 


45 John Street 
New York 


BEekman 3-4424 








SAMUEL D. ROSAN AGENCY, 
INC. 


General Agent 


e 


CONTINENTAL 
ASSURANCE COMPANY 
76 WILLIAM ST. NEW YORK 5, N. Y. 
WHitehall 3-7680 








ARTHUR L. SULLIVAN 


General Agent 


THE FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


a 


WHITEHALL 4.5926 
107 WILLIAM ST. NEW YORK CITY 











Telephone MURRAY HILL 2-4500 


FREID & MARKS 


General Agents 


+ 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
17 E. 42ND STREET NEW YORK 








JAMES F. MACGRATH, JR. 


General Agent 


e 


THE UNITED STATES 
LIFE INSURANCE COMPANY 
84 William Street New York 7, N. Y. 
HAnover 2-7865 
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R. EARL DENMAN 


(with the Jos.M. Gantz Agency, Cincinnati, 
Ohio) , Pacific Mutual National Production 
Champion and President of the Big Tree 
Club for 1949 (and six prior years). 


CHESTER ASHFORD 


(with the C. G. Standeford Agency, Fresno, 
California), second ranking leader of Pacific 
Mutual; Vice President, 1949 Big Tree Club; 
in Life Insurance only since 1947. 


ABRAM L. GELLER 


(with the Jul B. Baumann Agency, Houston, 
Texas), third ranking leader of Pacific 
Mutual; Vice President, 1949 Big Tree Club; 
for 21 years an outstanding field underwriter. 


W. HARLOW EDWARDS 


(with the Thomas H. Wall Agency, Louis- 
ville, Kentucky), fourth ranking leader of 
Pacific Mutual; Vice President, 1949 Big 
Tree Club; in Life Insurance only since 1945. 


CHAS, F. LINDER 


(with the Malcolm White Agency, Oklahoma 
City, Oklahoma), fifth ranking leader of 
Pacific Mutual; Vice President, 1949 Big 
Tree Club; for 32 years an outstanding field 
underwriter. 


ship of the National Association of Life 
Underwriters—career men and women of 
the Life Insurance profession—and, specifi- 
cally, to some individual members who are 


giving outstanding service to the public 
through the placing of Pacific Mutual 
Planned Personal Security— 








R. Earl Denman 


PACIFIC MUTUAL MEMBERS 
OF THE MILLION DOLLAR 
ROUND TABLE 


E. Walter Albachten— 
Qualifying Member 
Robert A. Brown —Life Member 
R. Earl Denman— 
Life and Qualifying Member 
Abram L. Geller — 
Life and Qualifying Member 
C. Porter Hochstadter — 
Qualifying Member 
Eugene I. Rappaport, C. L. U.— 
Life and Qualifying Member 


PACIFIC MUTUAL 
5-YEAR QUALIFIERS— 
NATIONAL QUALITY AWARD 


Paul Burt, C. L. U. 
Abram L. Geller 
Fred L. Hirsch 
Walter C. Kern 
Chas. F. Linder 

M. Oliver Nix 
Victor M. Sieving 


reife Mutua 


LIFE INSURANCE COMPANY 


HOME OFFICE—LOS ANGELES, CALIFORNIA. 


LIFE + ACCIDENT AND SICKNESS + RETIREMENT - GROUP 
THE NEW AND UNUSUAL SAVINGS PLAN © A Distinctive Life insurance Service 








Warning Sounded Against 
Trend to Non-Agent Sales 


A warning against trends toward non- 
agent sales, and especially direct writing 
of group or pension business on behalf 
of companies, employers or labor unions, 
was sounded in the report of the com- 
mittee of agents, of which John P. 
Costello, Southwestern Life, Dallas, 
is chairman, 

The committee feels that it is in the 
best interest of the public that insur- 
ance at all times be placed on a commis- 
sion basis through an agent. “It has 
been proved, beyond a doubt, that the 
general public does not understand life 
insurance and certainly does not un- 
derstand the various plans of life in- 
surance. One of the chief duties of the 
agent, under the American agency sys- 
tem, is not only to represent the com- 
pany but to advise the policyholder by 
assisting him to purchase the type of 
insurance which is best suited to meet 
his needs. In addition, agents continue 
to service their policyholders through- 
out the full duration of their policies by 
keeping up-to-date with their family re- 
quirements, rendering service with re- 
spect to change of beneficiaries, settle- 
ment options or future adjustments 
which may be necessary in their insur- 
ance programs. Such advice and service 
is lacking under non-agent sales, to the 
detriment of the insuring public.” 


Problems of Mass Coverage 


It states that the above comments 
with respect to ordinary business apply 
even more forcibly to the writing of 
group, pensions or other forms of mass 
coverage. The committee views with 
alarm any statement or tendency which 
would encourage the direct writing of 
such coverage on behalf of companies, 
employers or labor unions. “Such ac- 
tion would be a step backwards in the 
progress of our business,” it states. “Our 
members, and any other groups inter- 
ested in this problem, should take every 
action possible to defeat any attempts 
to initiate such direct sales, should re- 
affirm the importance of the American 
agency system to the past, present and 
future prosperity of our industry and 
should restate the outstanding benefits 
to the public as a whole, which has 
resulted from the services of the agents 
of America.” 


Favors New Group Definition 


The committee considers it vitally 
important that the members of the 
association exert their utmost efforts 
to secure the passage in all states of 
group laws which, at least, will dis- 
courage and make difficult and prefer- 
ably eliminate the writing of group 
contracts which are not in the best 
interest of the public, the companies or 
the field men, for example, trade and 
professional association types of group 
coverage, etc. 

It finds encouragement in the fact 
that nine states already have adopted 
the N.A.I.C. revised group definition 
and urges members to press for such 
legislation in all the states. 


Warning on Special Plans 


The committee also notes, with con- 
cern, the increase in the number of 
special plans, preferred risk or pre- 
ferred series policies being issued by 
some companies. In most cases, these 
special plans are sold on a low cost 
basis which is usually accompanied by 
a reduction in the rate of commission 
payable to the agent. “We wish to 
emphasize that such plans, even though 
competitive, require the same _ sales 
effort on the part of the agent to sell 
and just as much service as any other 
insurance policy. Our committee, there- 
fore, wishes to express its disapproval 
of such special plans which jeopardize 
the agent’s position in order to obtain 
a so-called competitive policy.” 

Much of the report is given over to 
the recommendations of a _ sub-com- 


mittee on plans for formation of agents’ 
advisory councils in local associations 
to concern themselves primarly with the 
problems of the field agent. It recom- 
mends the name, “council of field un- 
derwriters.” Such groups now exist in 
a number of cities under rather varied 
names. The council would be com. 
posed of one field agent from each 
agency, regardless of size. The com- 
mittee feels that no agency should be 
left out merely because it is small. It 
has been suggested that an alternate 
should be selected to serve in case the 
regular council member cannot attend 
and that it is imperative to the success 
of the council that someone represent 
every agency at each meeting. 

While cooperation should be the key- 
note, it is emphasized that there should 
be no management interference in the 
slightest degree in either the activities 
or policies of the council. 


Emphasize Programs 
Rather Than Names 


Emphasis on programs rather than on 
“names” was urged in the report of the 
committee on speakers bureau, Isaac S. 
Kibrick, New York Life, Boston, chair- 
man. It states that an effort should be 
made to evaluate the problems most 
pressing to the membership and to de- 
sign the year’s programs on an overall 
basis to meet these needs. Such an ap- 
proach, it was felt, would result in 
better local association meetings than 
the opposite approach of seeking “big 
names” without regard to subject mat- 
ter or content. 

The committee recommends that each 
state association set up a_ speakers 
bureau to assist its own local associa- 
tions and to exchange information on 
available speakers with neighboring 
states. It cites several states where 
this already has been done and urges an 
extension of the idea. 

Substantial progress had been made 
in building up a file of speakers on a 
national basis and more complete data 
are being sought in regard to those now 
on the list. 

It suggests that naming the chairmen 
of the speakers bureau or program com- 
mittees of the state associations on the 
national committee would help coordi- 
nate the work at state, local and na- 
tional levels. 





Progress in Cooperation 
with Other Groups Told 


The committee on relations with other 
organizations, Verne C. Gilbert, Equi- 
~ table Life of Iowa, 
Portland, Ore, 
chairman, reviewed 
its progress to date 
in cooperation with 
U. S. Chamber of 
Commerce, for 
which there _for- 
merly was a sepa- 
rate committee; 
American Institute 
of Accountants and 
National Assn. of 
Credit Men. 

It said its imme- 
diate aim is not to 
organize special 
groups, along the line followed in con- 
nection with trust company men, but to 
carry on an educational program point- 
ing out the fields of mutual interest. | 

The committee on relations with 
trust officers, headed by Max M. Mar- 
golis, Sun Life of Canada, New Bed- 
ford, Mass., reported the organization 
of six new trust councils, at Beaumont, 
Galveston, Houston, San Antonio and 
San Angelo, Tex., and in the Tampa 
Bay area in Florida. It suggested great- 
er cooperation in regard to speakers. 





Vv. C. Gilbert 
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Leading Life Offices of Chicago 
N. A. L. U. 60th Anniversary 


The offices listed on this page are leaders in the life insurance field in Chicago. They believe in the National 
Assoctation and for what it stands, and through this medium extend their cordial greetings 


to the GOth annual meeting in Cincinnati 





ROCKWOOD S. EDWARDS 


General Agent 
AETNA LIFE INSURANCE COMPANY 
120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone ANdover 3-1920 


> YOUR BROKERAGE AND SURPLUS BUSINESS SOLICITED < 


ALL FORMS OF ORDINARY, GROUP AND PENSION CONTRACTS 
NON-CANCELLABLE ACCIDENT AND HEALTH 


JOSHUA B. GLASSER 


General Agent 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 


39 SO. LA SALLE STREET 


CHICAGO 3, ILLINOIS e CENTRAL 6-1296 








W.A. ALEXANDER & COMPANY 


GENERAL AGENTS of 
THE PENN MUTUAL 


Life Insurance Company/ 


WADE FETZER, JR., C.L.U. JOHN H. SHERMAN 


HARRY G. WALTER, C.L.U. 


135 South La Salle Street FRanklin 2-7300 


CHICAGO 





Reliance Life Insurance Company 
of Pittsburgh 
ILLINOIS DEPARTMENT 
111 W. Washington Street . Telephone: RAndolph 6-6588 
MARVIN L. SCHOEN, Manager 


Territory: Northern Illinois, Northern Indiana, Eastern Iowa 











THE 
EWING AGENCY 


PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


EQUITABLE LIFE 
ASSURANCE SOCIETY 


OF THE USS. 
e 


Philip B. Hobbs 
Agency Manager 


Warren V. Woody 
Agency Manager 


e Robt. R. Reno, Jr. 
Phone RAndolph 6-6088 Agqnaey Manager 
1104 Harris Trust Bldg. 
CHICAGO, ILL. 


Founded 1865 


WILLARD EWING 
General Agent 


29 So. La Salle St. 
CHICAGO 











THE CHICAGO AGENCY Marsu & McLENNAN 
THE Insurance Brokers 
ACTUARIES AND 
PRUDENTIAL INSURANCE CO. AVERAGE ADJUSTERS 
OF AMERICA 
SID. KENT, Manager Chicago New York 
San Francisco Detroit 
GEORGE L. SCHOMBURG Washington Pittsburg 
Minneapolis Boston 
FRANK LOTITO Buffalo Cleveland 
Assistant Managers Columbus Indianapolis 
Superior Duluth 
JAMES A. SHEVLIN St. Paul St. Louis 
Cashier Los Angeles Phoenix 
Seattle Portland 
* +1 4° Vancouver Montreal 
1246 Field Building Chicago 3 Seieatn Pye 
Home Office: Newark, N. J. 

















THE JAMES H. BRENNAN AGENCY 
COMPLETE PORTFOLIO SERVICE TO BROKERS 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY OF PHILADELPHIA 


111 W. WASHINGTON STREET CHICAGO 2, ILL. 


Phone RAndolph 6-2813 











EARL M. SCHWEMM AGENCY 


Chicago’s Outstanding Brokerage Center 


for Life Insurance 


The Great West Life Assurance Co. 


135 SO. LA SALLE STREET CHICAGO 3, ILL. 




















14 



































NATIONAL LIFE CONVENTION DAILY. SEPTEMBER 15, 1949 


GREETINGS 





















to the 





CHARLES E. CLEETON 
AGENCY 


& 


OCCIDENTAL LIFE INSURANCE 
COMPANY 


530 West Sixth Street, Los Angeles 14 


HAYS & BRADSTREET 


General Agents 
2 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY OF 
BOSTON 


609 S. Grand Ave. Los Angeles 14 
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THE A. C. KRAUEL AGENCY 
A. C. Krauel, General Agent 
e 
PACIFIC MUTUAL LIFE 


INSURANCE COMPANY 
523 West Sixth Street 


Los Angeles 14 


WM. H. SIEGMUND AGENCY 
Wm. H. Siegmund, General Agent 


E. G. Walls, Assistant General Agent 
> 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


609 South Grand Ave., Los Angeles 14 








N. J. NELSON 
— MANAGER — 


Southern Ca:‘fornia Department 
+ 
RELIANCE LIFE INSURANCE 
COMPANY OF PITTSBURGH 
York 1144 


6336 Wilshire Blvd. Los Angeles 36 





HAROLD G. SAUL and 
EDWIN R. JOOS 


General Agents for Southern California 
Carlos Schuster, Brokerage Mgr. 


I 
MUTUALJLIFE INSURANCE COMPANY 


#OSTON |. MASSACHUSETTS 


Telephone: Trinity 3421 
510 W. 6th Street Los Angeles 14 








CARL DEVRIES AND 
ASSOCIATES 


+ 
OCCIDENTAL LIFE OF 
CALIFORNIA 


Tutker 2341 
756 S. Spring St. Los Angeles 14 





J. C. SCHAEFER, C.L.U. 
Agency Manager 
GREAT-WEST AGENCY, INC. 
— California General Agents — 
+ 


GREAT-WEST LIFE ASSURANCE 
COMPANY 


639 South Spring St. Los Angeles 14 
Telephone—Trinity 5658 








CHARLES L. J. FEE 
General Agent 


Ed. V. Linsenbard, Associate Gen. Agft. 
+ 


JOHN HANCOCK MUTUAL LIFE 
INSURANCE COMPANY 


All forms of life and group coverages 


Suite 420, 530 W. 6th St., Los Angeles 14 


WILMER M. HAMMOND 
General Agent 


a a 


AETNA LIFE INSURANCE 
COMPANY 


10th floor, 810 South Spring Street 
Los Angeles 14 





MELZAR C. JONES 
General Agent 


Sd 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


530 West 6th Street Los Angeles 14 




















THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Mark S. Trueblood, Manager 
Henry E. Belden, Associate Manager 
George Alvord, Brokerage Manager 


Southern California and Arizona 


609 S. Grand Ave. Los Angeles 14 








J. F. HACKMAN 
General Agent 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


"Personalized Brokerage Service" 
Telephone Tr. 1127 


510 W. 6th St. Los Angeles 14 








WALTER S. PAYNE AGENCY 


THE PRUDENTIAL INSURANCE 


COMPANY OF AMERICA 
Western Home Office: Los Angeles, Cal. 


TROY ZIGLAR — BILL PEACOCK 
HAROLD E. RUDOLPH — JIM SPRINGER 
Assistant Managers 


210 W. 7th Street Los Angeles 14 
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Stanley J. Neuman 
General Agent 


Sd 


CONTINENTAL ASSURANCE 
COMPANY 
Phone—Trinity 6356 


510 West 6th St. Los Angeles 14 








JACK WHITE, C.L.U. 


Manager 
Jack Boone — Scott Russell 
Tom Kilgore — Albert Jason 


Assistant Managers 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office: Newark, N. J. 


5657 Wilshire Blvd. Los Angeles 36 
Telephone—Webster 3-8211 


THE E. A. ELLIS AGENCY 


E. A. Ellis, General Agent 
Charles M. Ganster, Ass't Gen. Agent 


+ 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


612 South Shatto Place Los Angeles 


Frederick A. Schnell, C.L.U. 
General Agent 


6 


THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


510 West 6th St. Los Angeles 14 














THE 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


¢ 


JOHN R. MAGE 


General Agent 
609 South Grand Ave., Los Angeles 14 


Payton, Dunn & Bare 


General Agents 


Sd 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


510 West 6th Street — Los Angeles 14 


Russell L. Hoghe, C.L.U. 
General Agent 


Sd 


EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 


510 West 6th St. Los Angeles 14 




















Unsurpassed Service to 
Full time associates and brokers 


JOHN W. YATES 
ROBERT L. WOODS 


General Agents for Southern California 


530 W. 6th Street Los Angeles 14 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


Robert L. Walker 
General Agent 


° . 
THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
510 West Sixth St., Los Angeles, Calif. 


Phone: TR 1127 


“Agency and Brokerage Service” 


FRED A. McMASTER AGENCY 
FRED A. McMASTER, C.L.U., Manager 
The Prudential Insurance Company of 
America 
Western Home Office: Los Angeles 
THEODORE WHTESELL, Brokerage Manager 
JOSEPH KRULL and ED LANE, Assistant Managers 


609 South Grand Ave. Los Angeles 14 
Telephone—Madison 6-8796 

















WALTER J. STOESSEL 
General Agent 


+ 

Ralph L. Chambers, Asst. General Agent 
Southern California Agency 

NATIONAL LIFE OF VERMONT 


“IN OUR 100TH YEAR — A BILLION IN FORCE” 
609 S. Grand Avenue Los Angeles 14 











Leisure, Werden & Terry 
Agency 
— "Brokerage Exclusively" 
OCCIDENTAL LIFE INSURANCE 
COMPANY 


MAdison 6-4161 
609 South Grand Ave., Los Angeles 14 








WALTER G. GASTIL 
Manager Southern California 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 
Hartford, Conn. 


Fred W. Pierce, C.L.U. Assistant Mgr. 
Don Withrow, Assistant Mgr. 
Byron D. Williams, Group Mgr. 

R. T. Townsend, Brokerage Mgr. 


609 South Grand Ave., Los Angeles 14 
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Truman Sees SS 
as Incentive to 
Private Security 


The following letter from President 
Truman to President Clifford H Orr of 
N.A.L.U. was made public at the Cincin- 
nati convention: 

Dear Mr. Orr: 

It gives me great pleasure to send 

hearty felicitations and warmest per- 


sonal greetings to all who attend in 
Cincinnati this year the sixtieth annual 
convention of the National Association 
of Life Underwriters. 

The life insurance companies of the 
United States now occupy an extremely 
important position in the economic life 
of our Nation. They have taken the 
relatively small savings of vast numbers 
of Americans and converted them into 
substantial investments in our industries, 
in our public utilities, in housing and in 
government bonds. To a significant ex- 
tent, therefore, our economic strength 
depends upon the wisdom with which 


Chort based upon level yearly 
production of $300,000 face 
amount with $10,000 in premi- 
ums between age 35 and age 
65 and then complete retirement. 





they perform their heavy responsibili- 
ties. 

The Fair Deal program of the ad- 
ministration has sought to expand the 
Social Security System so that more 
people might build for themselves a 
minimum security against their declining 
years. That program will serve as an 
incentive to many of our citizens to 
exert greater efforts on their own be- 
half. It will stimulate them to under- 
take, with the assistance of reputable 
insurance counselors, private insurance 
plans designed to bring them and their 


dependents increased individual security | 


YEARLY 
EARNINGS 


— 
Continental 
American 
Career Contract 


att tt 
Typical 
Agency Contract 


Continental American’s Compensation Plan 


has Real Appeal to Career Type Unaerwriters 


CHECK THESE POINTS 


y Substantially higher total earnings. 


vy Continuously increasing earnings until retirement. 


¥ Security through pension benefits— guaranteed by contract. Illustra- 
tion assumes no new business after age 65. 


y Group Life Insurance Coverage — without cost to underwriter. 








vy For new inexperienced men, earnings in first 2 years are supplemented 
by a salary under Continental American’s Compensation Plan. 


Continental American Life Insurance Company 


Wilmington, Delaware 








at higher levels than can be provided 
by government. 

The life insurance companies have 
done a commendable job in selling peace 
of mind in the future and in showing 
the individual how he can effectively 
safeguard his home and his loved ones 
against unforeseen calamities. 


N.Q.A. Qualifiers 
Up 6% Over 1948 


The national quality award celebrated 
its fifth anniversary by qualifying 7,529 
members of the National association 
for the 1949 award, Roland D. Hinkle 
Equitable Society, Chicago, reported as 
chairman of the committee on conserva- 
tion. This represents an increase of 
nearly 6% over last year. Enthusiasm 
for this important joint activity of Life 
Insurance Agency Management Assn. 
and N.A.L.U. attained another high 
peak in 1949 as is evidenced by the fact 
that 2,520 members filed applications 
and met the qualification requirements 
for the first time this year. 

Of the 1949 qualifiers, 660 repeated 
for the fifth time to qualify for the 
new and distinctive certificate which 
was inaugurated this year. This rep- 
resented 90% of those who, by having 
qualified for four consecutive years in 
1948, were in line for this honor. 

A breakdown of the 1949 N.Q.A, 
winners shows that 660 qualified for five 
consecutive years; 1,037 have repeated 
for four consecutive years; 1,002 are in 
their third consecutive qualification; 
1,881 repeated for the second year, and 
2,520 made the grade for the first time 
this year. There were 429 members who 
qualified this year that had qualified in 
one, two or three previous years. 

More than 2,200 of those who quali- 
fied for the 1948 award failed to qualify 
this year, but the committee believes 
that the production and persistency rat- 
ings of those men and women were 
“borderline” and that they were barely 
able to make the grade last year. 

Of the 7,529 who qualified for the 
1949 award, 158, or about 2%, were 
women. Sixteen of these qualified for 
five consecutive years, 35 were four-year 
qualifiers, 19 three years, and 25 two- 
year qualifiers. Thirty-five women qual- 
ified for the first time this year and 28 
who qualified this year had qualified 
for two, three or four previous years, 
but not consecutively. 

Million Dollar Round Table members 
are showing an increasing interest in 
the national quality award. Of the 
830 members of the 1948 round table 
exactly 50% qualified for this year’s 
award. Eighty-eight of these were five- 
year qualifiers. 

Similarly, members of N.A.L.U.’s 
Women’s Quarter Million Dollar Round 
Table are evidently sold on the national 
quality award. Twenty-five of the 64 
members of last year’s round table are 
found to be among this year’s N.O.A. 
qualifiers, three of them having qualified 
for five consecutive years. 

A breakdown of the statistics shows 
that 15.5% of N.A.L.U.’s membership 
received the award this year, compared 
with 14% last year. 


L.A. Group Numbers 12 


From way out in Los Angeles came 
one of the most sizable groups from 
any city. Numbered among the Dons 
were Fred A. McMaster, Prudential, 
president of the Life Underwriters Assn. 
of L. A., Mark S. Truebblood, Union 
Central, second vice-president; Roy H. 
Sheldon, Equitable of Iowa, secretary- 
treasurer; Roy Ray Roberts, State Mu- 
tual, national committeeman; Mary La- 
Bella, Continental Assurance, chairman 
of the women’s division; G. Nolan 
Bearden, New England Mutual, director; 
Russell L. Hoghe, Equitable of Iowa, 
president of the California association; 
Martin I. Scott, Equitable Society, 
president of the American Society 0 
C.L.U.; Gerald W. Page, Equitabble 
Society, president of the Los Angeles 
C.L.U.; Lee C. Matthews, Union Cen- 
tral; Harold S. Parsons, Travelers. 
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Women Tell of Work 


in Technical Fields 


That women are now active in such 
supposedly technical fields as pension 
trusts, tax coverage 
and business insur- 
ance, and are fully 
capable of handling 
such cases, was em- 
phasized in the 
talks given at the 
Women’s Quarter 
Million Dol- 
lar Round Table 
dinner Tuesday 
night. Mrs. Eunice 
C. Bush, Mutual 
Life, New Orleans, 
program chairman, 
was in charge of 
that session. 





Eunice C. Bush 
Talking on “Is There a Place for the 


Woman Agent in the Pension Trust 
Field?” Nell F. Burns, New England 
Mutual Life, Birmingham, Ala., said the 
field of pension trusts has been consid- 
ered a man’s playground, not only by 
the business and industrial world, but 
by the life insurance world as well. 
There are many who cannot concede a 
woman very much knowledge of any 
highly technical field, but she declared 
that just as surely as women are now 
proving their ability in medicine and 
practically every other science, so will 
they prove that there is no branch of 
the life insurance business that closes 
its doors to the woman agent who is 
willing to pay the price of success. 


Many Factors to Consider 


Whether or not it would be smart for 
any particular woman agent to enter the 
pension field depends upon a great many 
factors, and she alone can be the judge. 
It is probably the most hazardous of all 
the branches of life insurance, and a few 
unhappy experiences in it have driven 
more than one good agent right out of 
the life insurance business. 

“If you do not have a substantial re- 
newal income so that you can stand the 
financial strain of ‘long dry spells,’ don’t 
try pension trusts,” she advised. 

“If your temperament is such that 
it will floor you to have a case blow up 
in your face after you have been work- 
ing on it for weeks, months, and even 
years, and thought it was good as gold— 
don’t try pension trusts. 

“If you are not a student of law— 
are not willing to spend countless hours 
continuously in the study of regula- 
tions, rulings, Treasury Department re- 
quirements, trust agreements, trends, 
etc.— better stay out of pensions. Few 
attorneys can draft a trust agreement 
without a great deal of help—that help 
must come from the underwriter. 


Need Plenty of Prospects 


“Tf you live in an area where there are 
only a few good corporations that might 
be prospects, and you know that the 
odds are against your selling more than 
one or two in your entire career—better 
stay out of pensions. One or two prob- 
able cases simply will not justify the 
study required to be able to handle your 
first one. 

“Tf you don’t enjoy calling on the top 
executives—often eccentric and tempera- 
mental—don’t try selling pensions. 

“But if, on the other hand, you feel 
that you can qualify in all those re- 
spects, pension trusts present one of the 
most fascinating, satisfying, and lucra- 
tive fields in the entire insurance world. 
There is no other field that offers to the 
underwriter who has no personal pres- 
tige among the large buyers as much 
opportunity to sell large cases. Even 
the small pension plans involve annual 
premiums of from $20,000 to $60,000 — 
it would require a lot of calls to sell 
that much premium in strictly personal 
insurance.” 

By far the most attractive feature of 
the entire pension field, in her opinion, 
is the by-product business which is a 
sure result of a considerable spread of 
pension cases—even those the agent 


doesn’t sell. “At the time of the instal- 
lation of a plan I insist on a private 
interview with every participant, at 
which time I review with him the de- 
tails of the policy that will be issued on 
his life under the trust. I already know 
his income, so when I learn the amount 
of his present life insurance I know at 
once whether or not I have a program 
prospect. If so, I tell him that one of 
the services to which he is entitled un- 
der the trust is to have his program 
reviewed and his new trust policy incor- 
porated into the income arrangement. 
I tell him that I do not have time on 
that day to go into it with him, but 
that just as soon as the details of the 
trust are off my hands, I will call him 
for an appointment and work out the 
program details with him. The fact that 
I have been chosen by his corporation 
to install the plan and have naturally 
been given a build up by the executives 
places me in the most favorable kind of 
a position to gain his confidence. He 
would consider it rank discourtesy to re- 
fuse me an appointment—and they all 
want to be sure that they are getting 
everything that is coming to them under 
the trust.” 





Other Business Frequently Spotted 


In the case of executives, tax prob- 
lems are frequently spotted in the pen- 
sion interview. “Early this year a vice- 
president who had consistently refused 
to discuss his personal problems with 
the many insurance men who had called 
on him accepted immediately my offer 
of an interview to discuss an income 
arrangement to include the trust policy. 
The subject of federal estate taxes came 
up ( I saw to that) and the immediate 
result was a sale of $250,000 in personal 
insurance. I could go on and on with 
cases that resulted in large sales, but 
on which I would never have gotten an 
interview had I not installed the trust. 
When they get accustomed to depending 
on your guidance in the technical mat- 
ters pertaining to the trust, it is more 
or less natural that they should turn to 
you for answers to their personal ques- 
tions.” 

If the agent will keep his eyes open, 
he will spot needs for partnership insur- 
ance, stock purchase plans, key man 
insurance, insurance for taxes, as well as 
Just routine personal policies. A partici- 
pant who is being given a monthly in- 
come of $77 under the trust is a splendid 
prospect for an additional $23 of retire- 
ment income, to make it an even $100. 
All of this, added to the business that is 
automatically fed into the trust by in- 
creases in compensation and qualifica- 
tion of employes for later participation, 
simply means that the agent who gets a 
few really good trusts on the books, and 
services them diligently, won’t have to 
do much worrying about where the fu- 
ture business is coming from. When 
Miss Burns installs a plan originated by 
another agent, she has an agreement 
that all by-product business belongs 
to her. It is not unusual for her to 
get more personal or business insurance 
out of the case than she got from the 
trust itself. 


Little Handicap for Woman 


She said most of her comments would 
apply to any agent—man or woman— 
who is considering entering the pen- 
sion field for the first time, but 
in her opinion, there is little to say 
that would not apply to both. “Maybe I 
have just been too dumb to know it, 
but I think I have yet to lose my first 
case just because I am a woman. True, 
a woman probably has to go a little 
farther in selling herself than a man, 
but once she has convinced an executive 
that she can solve his problems more 
efficiently than anyone else with whom 
he has discussed the idea, he will put 
her on a little higher pedestal and 
have a more profound respect for her 
ability than if she were a man. Too, 

(CONTINUED ON PAGE 36) 
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The professional approach to life insur- 


ance selling is a principle that you, as 


Life Underwriters, endorse. 


A concrete expression of that principle 
is the Prudential’s “Dollar Guide” — the 


keystone of modern Prudential training. 


The Dollar Guide is based on the belief 
that each individual knows better than 


anyone else how many insurance dollars 


his family will need to guarantee them 


the necessities of life. This method of 


approach places the Underwriter in the 


ideal position of professional adviser 


right from the start. 


Production records show that the Dollar 


Guide is proving to be a most effective 


life insurance selling tool. 


THE 
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@ mutual life insurance company 
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Best Salesman One 
Who Seeks fo Meet 
Customers’ Needs 


Preferable to Hard-Driving 
Type, Manufacturing 
Company Official Says 


The congenial salesman, who con- 
siders his customers’ needs and circum- 
stances, will do a much better job in 
the long run than the hard-driving mal- 
although the latter may 


business, Robert 


adjusted type, 
turn in more one-call 
B. Hulsen, general sales manager of 
Moorman Manufacturing Co., Quincy, 
Ill., declared in discussing “Personality 
Patterns in Selling” at the first general 
session of the N.A.L.U. annual meeting 
[Thursday morning. 

He stressed the advantages of the free 
enterprise system and the differences in 
the way of doing business in the United 
States and other lands. 

“A great many men set foot on for- 
cign soil for the first time when they 
served in the recent war,” he said. “The 
most observing of these relate how im- 
pressed they were with the difference 
between the general attitude of the peo- 
ple in foreign lands and that of Amer- 
ica. In many countries there is a will- 
ingness to be subservient, to obey com- 
mands, to bow to force, rank, and caste. 
This is a strange fact to most of us 
who have breathed the spirit of de- 
mocracy. In America we do as we 


IN OHIO IT’S... 
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please. If we wish to spend our money 
for useless gadgets, that’s our business. 
The free enterprise system and _ the 
democratic system of government have 
given us the right to demand what we 
want, to buy from whom we please, to 
refuse to be coerced or pressured, and 
to yell long and loudly when displeased.” 

Mr. Hulsen said there are many types 
of personalities who are capable of be- 
ing successful salesmen. Without going 
into detail and without making an at- 
tempt to classify all types, he discussed 
only two of them, the first being the 
applicant or the salesman who is obvi- 
ously extremely insecure. 

There are people who have deep feel- 
ings of insecurity that do not result 
from their jobs. By that he meant that 
it is not the fault of the company or 
the product. These feelings may have 
their roots back in childhood. Many 
insecure people are hostile and yet they 
make good producers. 

“You men are familiar with the ter- 
rific driving force often possessed by 
an insecure individual. You have ob- 
served that many of your hardest work- 
ers, your most competent salesmen, are 
often hostile and take great delight in 
outwitting customers and forcing them 
to buy. It is one of the chief reasons 
why the best producer is often the big- 
gest problem.” 


Hard to Accept Defeat 


“T would like to point out that such 
a salesman finds it extremely difficult to 
allow the customer to feel important. 
The sales interview, with a hostile sales- 
man at the helm, is often a battle in 
which the prospect gives an order only 
if the salesman wins. Because such sales- 
men already feel insecure, it is extreme- 
ly difficult for them to accept defeat. 
They are fighters and love to boast of 
those they've nailed to the cross. This 
is the drive, the will to be superior, the 
thing that sales managers love. 

“But what about the customer and 
what about the future for the com- 
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pany: I'll grant you that if your prod- 
ucts are sold to consumers only once, 
a crew of hard driving maladjusted 
salesmen will perhaps get your job done. 
If you sell goods or services where re- 
peat business is essential to your exist- 
ence and growth, such sales personnel is 
a detriment.” 

He compared this type with the sales- 
man who has a fairly well adjusted per- 
sonality—a salesman who is content to 
live and let live. “This man may not 
be the driver, he may not be on pros- 
pects’ doorsteps from the crack of dawn 
to dewey eve, he may not be quick to 
exert pressure or employ tricks, but in 
my opinion if he is content to allow the 
customer to feel his own importance, his 
chances of making a sale and being wel- 
come on his next trip will be infinitely 
greater. 


Appeals Most to American Buyer 


“As salesmen, we have spent many 
hours deciding how to handle an objec- 
tion to our products, how an objection 
must be met, seized, and forged into a 
sword with which to stab the prospec- 
tive customer into submission. The facts 
are that a congenial salesman, who is 
willing to listen to the prospect tell of 
what he wants to do and buy, who is 
skillful in fitting his products to the 
customer's needs, who is perfectly will- 
ing to make enough calls and hold his 
product, or service, before the customer 
in its best light, and who will admit his 
products’ weakness, is the man who ap- 
peals most to the American buyer. If 
he is willing to accept the fact that the 
buyer may be right and is perfectly will- 
ing to allow him to feel his importance, 
that salesman will move goods because 
people will buy them.” 

Perhaps the greatest need in any 
salesman is the craving for encourage- 
ment. It must be recognized also that 
turn-downs are often taken to heart by 
the salesman as not merely a rejection of 
the product, but a rejection of him per- 

(CONTINUED ON PAGE 39) 
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R. 0. Bickel Tells 
How He Makes 
Originality Pay Off 


Agent of Spaniel Greeting- 
Card Fame Addresses 
First General Session 


“Would you be willing to trade an 
hour’s time now option to be 
able to buy $10,000 insurance at the age 
with no commission and no ex- 
amination?” 


for an 
of 65 


This is a question 
that invariably gets 
some real attention 
from a prospect, 
Robert O. Bickel, 
National Life of 
Vermont, Cedar 
Rapids. said in his 
talk at the first 
general session. 

Explaining how 
this ques- 
Bickel 


le uses 
tion, Mr. 
said: 

“Suppose a man 
+0 vears old and 
man in 
the man 
and he 





= 1s 
wicket is the key 
a business enterprise. He is 
whose life should be insured 
is the man who has the ‘say-so.’ He 
isn’t really very interested in having 
life insurance placed on his life for the 
benefit of somebody else, so when I 
point out to him that he could take 
over a life insurance policy at the age 
of 65 at a net rate proposition and pick 
up the insurance feature on a $25,000 
policy—which makes $10,000 insurance 


R. O. 


still available to him—he immediately 
becomes interested. 
Own Case Is Example 

“For instance, take the $20,000 life 
insurance that my general agent has 
on my life. When he is through with 
it—possibly when I am 65—the cash 
value of this life insurance could be 


taken over by me on a purchase basis 
and the difference between the cash 
value and the face of the policy is 
the equivalent of net rate life insurance 
taken out earlier in life, which would 
be very beneficial to me if I needed 
it from @ protection standpoint. 

“If I didn’t need it, it would be one 
of the finest income plans that I could 
have, because of the fact that the policy 
contract was taken out back in the 
days when the income on annuities was 
considerably higher than the present 
values on policy contracts. When a 
man has a possibility of getting some- 
thing cheaper than he can buy it else- 
where and have some very good bene- 
fits for himself, he usually is willing to 
listen—and after listening he has an 
open mind. Then, we, as_ insurance 
salesmen and technicians, can do some- 
thing about it. This idea has helped 
me sell some life insurance.” 


Uses Photography 


Mr. Bickel is an ardent photographer 
and uses many of his pictures as aids 
to selling both directly and indirectly. 
One of these is a card with a picture 
of Mr. Bickel in hunting garb holding 
apart the wires of # barbed wire fence. 
On the fence there is a sign: “Jack, 
your age changes Oct. 3.” Below the 
picture it, says , “We can get you under 
the wire!’ 

For 17 years Mr. Bickel has been 
sending out pictorial New Year’s greet- 
ings ostensibly written by his cocker 
spaniel. These cards are so popular 
that he has a mailing list of about 2,500, 
of which about 500 go to friends out- 
side of Cedar Rapids. His use of these 
greetings, in the form of blotters, was 
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Wilfrid E. Jones. N.A.L.U. director of 
publications, and Harry Gardiner, John 
Hancock, New York, N.A.L.U. treasurer. 


THE NATIONAL 
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described in an article in 
UNDERWRITER soimne years 

Christmas cards Mr. Bickel 
formal pictures of his family 


thereby providing friends with a pro- 
eressive record of the growth and de- 
velopment of the members of the fam- 
ilv. 





PICTURES HOMES 








Mr. Bickel many pictures of 
the homes of € and clients. He 
enlarges them to eight by 10 inches, 
frames them and gives them away. 
Nothing seems to pelase people more 
than getting a picture of their homes, 
members of the family, their dogs, or 


horses. 

Mr. Bickel also uses photographs 
effectively in bi ay cards. One client 
had the greeting framed with a glass 
back so that the message on the back 
of the photograph could be read. 

Offering a nw mber of rules that have 
helped him sel] more insurance, Mr. 
Bickel particularly stressed originality, 
and it was obvious from his talk that 
he practices what he preaches. 

One of his rules is to have a goal 
and treat himseli to it. He sets up as 
“bait’ for himseli something he would 
like to do and could afford in the light 
of the accomplishments toward which 
he is working. It might be a new 
camera, a trip out west, a new motor, 
some new fishing tackle, a new lens 
jor his camera, or any one of a hundred 
things that he’d like to have. 









Invests in His Business 


“Spend some money in your. busi- 
ness” is another Bickel rule. He’s found 
that insurance men seem .to begrudge 
spending a little money in their busi- 
ness and this, he feels, is a mistake. 


He spends quite a bit on services, books, 
and things he does for the benefit of 
his clients. He doesn’t spend much 
money on parties but he does give away 


a lot of pictures and things of a per- 
sonal nature. 

Good work habits and proper alloca- 
tion of time are essential, Mr. Bickel 
said, adding that his secretary starts 
work at 7:30 a.m. and he himself has 
to walk up seven flights of stairs in 


because the elevator doesn’t 
start running until 7 a.m., though he 
admitted that he stops work later in 
the morning for a cup of coffee. 

Mr. Bickel’s own insurance program 
causes him to lay out about $3,500 a 
year. He said that if @ man is not 
sold enough on what he is doing to 
have his own program in good shape 
then he won't get very far in the busi- 
ness, “If your voice doesn’t ring true, 
you don’t carry a great deal of weight 
with your people,’ he said. Mr. Bickel 
carries his own program with him and 
shows it to his clients so they can see 
he is taking his own medicine. 

“Be enthusiastic! !” Mr. Bickel urged, 
saying that “if you can’t get enthused 
about what you are trying to sell you 
certainly can’t put this thing over for 


his building 
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He said his 
“knowledge 


the benefit of your client.” 
definition of salesmanship is 
enthusiastically applied.” 
Using two glasses of water as stage 
properties, Mr. Bickel demonstrated a 
way to get a point over easily and 
quickly. He says to his prospect, “As 
long as the government is w illing to pay 
for half of the cost of life insurance 
on the life of your son, daughter, your 
wife, or your business associate, Fh 
you think that you should be interested 
in owning this life insurance on them?” 
If he is talking to a man whose top 
income is in the 50% bracket for taxes, 
the statement is accurate. For example, 
with a 20-payment life policy in almost 
any company on a man 40 years old, 
if the insured pays the premium for 20 
years the reserve value or cash value is 
approximately equal to the amount of 
money put in during the 20 years. 
Hence the cost of the insurance over 
the 20 years is the use of the money 
“To get the story over to you, I am 
going to pour some water into this 
glass on the left, which will represent 
the amount of the premium that is paid 
on a life insurance policy, and the 
water in the glass on the right is the 
amount of the cash value,” he said. “I 
am going to spill a few drops in this 
container, and as you can see, there 
isn’t very: much value at the end of the 
first or second year. Now we will keep 
pouring in the premiums into the life 
insurance policy for a period of 20 
years and as you know the cash value 
keeps increasing, so I am bringing the 
water up in the other tumbler and it 
isn’t quite as high as the total amount 
of the premiums. 











COST IS INTEREST 





‘By the time we get up to the end 
of the 20 years, the value in the policy 
which is represented by the water in 
the right hand glass is equal to the 
total amount of premiums in the other. 
What is the amount of the life insur- 
ance risk? As we all know, it is the 
difference between the reserve or cash 
value and the face of the policy. It is 
represented here by the space between 
the water level and the top of the glass. 
Who paid for that term insurance? The 
person who has put the money into the 
life insurance policy has paid for it by 
the loss of use of the capital. 

“At the end of 20 years he can get 
as much out as he put in. What has 
the government paid? It has paid the 
amount which represents the top in- 
come tax bracket of that man at this 
particular time or over that period of 
years. If he had taken the same amount 
of money and put it into government 
bonds, stocks, or real estate and then 
had to pay taxes on top of his earned 
income, the government would have 
taken possibly 50%, in some cases 60%, 
of the earnings. When I tell my clients 
and my friends that the government 
will pay all the way from 30% to 60% 
of the cost of life i insurance on the lives 
of their children, their wives, or their 
business associates, they immediately 
become interested.” 

In selling insurance on sons, Mr. 
3ickel makes effective use of the state- 
ment, “We have very little to say about 
what our children do about the obliga- 
tions they assume but we are indirectly 
the guarantors of their acts.” On his 
own son, Mr. Bickel carries $25,000. 

Sell insurance on the women in the 
family, Mr. Bickel advised. People can 
work things out together when it would 
be very tough for the husband alone. 
A serious final illness may be a stagger- 
ing financial blow. Insurance on a 
daughter is important. 

“My daughter may marry a very nice 
young fellow but one with a limited 
earning capacity,” he said. “If my 
daughter should pass out of the picture 
leaving him with a couple of small chil- 
dren, I would like to be in a position 
to have a fund of money so that I could 
help out with the children’s education, 
or the necessities of life for them, if it 
were necessary.” Mr. Bickel has $10,000 
on his daughter’s life. 


QUALITY COUNTS 
In 


N. A. L. U. 


The National Association of Life 
Underwriters merits much com- 
mendation for its emphasis on 
Quality — Quality underwriters, 
Quality business, Quality service. 
These emphases have been helpful 
to all phases of the life insurance 


business. 


QUALITY COUNTS ALSO 
WITH INDIANAPOLIS LIFE 


From its inception in 1905, through 
all the years—Quality has counted 
mightily with the Indianapolis Life 


Insurance Company. 


With $59,000,000 in Quality as- 
sets—over $220,000,000 of Qual- 
ity insurance in force, with Quality 
representatives who have been 
thoroughly trained and equipped 
to render the maximum in Quality 
service, the Company points with 
modest pride to its past accom- 
plishments and looks forward to a 


great future. 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Indianapolis; Indiana 


WALTER H. HUEHL, 
Executive Vice President and Actuary 
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OSBORNE BETHEA 


General Agent 


+ 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
50 Church Street 
New York City 











THE FRASER AGENCY 


or 
THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


+ 


149 Broadway, N. Y. 6 
1440 Broadway, N. Y. 18 








WALTER J. BRENNAN 


General Agent 


sd 
PROVIDENT MUTUAL LIFE INSUR. 
ANCE COMPANY OF PHILADELPHIA 
Suite 401, Terminal Bldg. MAin 4-1636 
50 Court St. Brooklyn 2, N. Y. 











THE soph Son AGENCY 


BERKSHIRE 
LIFE INSURANCE COMPANY 
921 Bergen Avenue 
Jersey City 6, N. J. 


MArket 2-2241 JOurnal Sq. 4-1724 
REctor 2-4540 








THE JULIUS M. EISENDRATH 
AGENCY 


+ 


THE GUARDIAN 
LIFE INSURANCE COMPANY 
1800 Empire State Building 
New York 1 
CHickering 4-4400 














NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 
74 Trinity Place, New York 











Bernard Bergen Agency, Inc. 
General Agent 
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MUTUAL TRUST LIFE INSURANCE CO. 
“NOTHING BETTER IN LIFE INSURANCE” 
185 Montague Street 


Brooklyn 2, N. Y. ULster 5-2966 








HOEY AND ELLISON LIFE 
AGENCY INC. 


WALTER W. CANNER, President 


EQUITABLE LIFE INSURANCE CO. OF 


IOWA 
118 William St., N. Y. BA 7-4800 
129 Church St., New Haven 8-4114 











GREETINGS 


To the Nationa’ Association of 


Life Underwriters from New York 


General Agents and Managers 
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AETNA LIFE INSURANCE 
COMPANY 


O. A. KREBS 
General Agent 


Sa 


151 William Street, New York 
REctor 2-7900 











KRUEGER & DAVIDSON 
AGENCY 


+ 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
386 Fourth Avenue 
New York 


Harry Krueger, C.L.U. Walter S. Davidson 
General Agents 








H. ARTHUR SCHMIDT AGENCY 


+ 


NEW ENGLAND MUTUAL 
217 Broadway 
New York 
WoOrth 4-3800 











CARL E. HAAS, C.L.U. 


General Agent 
+ 
CONTINENTAL ASSURANCE CO. 
Brooklyn 2, N. Y. 
TRiangle 5-7362 


“Where business is appreciated” 


32 Court St. 








THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 


oa 


THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway New York, N. Y. 


PAUL S. RANCK, Pres.-Treas. 
CHARLES N. BARTON, V. Pres. 











“Th MM 
oe \ 
ye 8S" 
THE MUTUAL BENEFIT 


LIFE INSURANCE COMPANY 
ARTHUR V. YOUNGMAN 


General Agent 


135 Broadway, New York City 
REctor 2-8666 
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Dallas, chairman of the committee of 


Much Enthusiasm Manifested for agents, put it, they laid a good track 


Formation of Agents’ Councils 


for the active labor of forming new 
agents’ bodies within a larger city 
Each segment of the report of the 





The session of the committee of formation of agents’ 


subcommittee was dissected with in- 
councils in local terest and care by the members of the 


agents probal sly would have been better associations, presented the report. Mr. big committee. It was a tribute to the 
entitled the report of the subcommittee Begole, Massachusetts Mutual, Detroit, soundness of the report that it stood up 


on agents’ advisory councils, for this Gerard S. Brown, 
segment of the committee’s report re- cago, and David B. 


ceived almost the entire attention. Mac western Mutual, 


Penn Mutual, Chi- with only minor revisions. 
Fluegelman, North- The first revision in paragraph 3 of 
New York, had ob- the subcommittee report concerned the 


I’, Begole, chairman of this three-man viously fulfilled their assigned role with first sentence of that paragraph. The 
subcommittee appointed at the Miami intelligence, industry and dispatch. As_ sentence, as amended by the whole com- 


midyear to encourage and aid in the John P. Costello, 











N 1 | ANY policyowners and beneficiaries are receiving 
the equivalent of a “thirteenth check” from The 
Connecticut Mutual this year. But there’s no ‘mystery 
behind it. Good investment income is the answer. 


Connecticut Mutual is currently paying 34% 9 inter- 
est on proceeds left with the Company under all of 
its optional settlement agreements. Some of these 
agreements are issued on a 29 basis, others on a 
214% basis and still others outstanding carry a 3% 
guaranteed rate. 
net" OF, 


c 
4, 
t, 

¢ 
? 
« 
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Southwestern Life, mittee now reads: “The council should 





Thus, in the case of an interest income agreement, 
for example, under which 3% interest is guaranteed, 
the excess interest included in each monthly check 
during the year will be exactly equivalent to a full 
extra income payment — in effect, a “thirteenth 
check”. 


The Connecticut Mutual pioneered in the field of 
income settlement plans, believing that The Com- 
pany’s function is not only to create estates but also 
to help in their conservation and distribution. 


1846+ $lhe CONNECTICUT MUTUAL 


 — S Cun y LIFE INSURANCE COMPANY - HARTFORD 


¢ 
4eos yous’ YEARS 
= 


Ist Day 


wisi 
== 


be composed of one field agent, who is 
a member of his local association of life 
underwriters, not engaged in supervis- 
ory or managerial duties, elected by and 
from each agency regardless of the size 
of the agency.” As Mr. Costello put it, 
it was thought that membership in a 
local branch of N.A.L.U. should be ex- 
pressly required because there “might 
be other organizations in the field come 
one of these days.” 

“Or its successor” was added to the 
first sentence in the next to last para- 
graph of general comments of the sub- 
committee report, so the sentence goes: 

“It is the further recommendation of 
this subcommittee or its successors that 
Be The life of the advisory council 
subcommittee expires with the accept- 
ance of this report and, while there is a 
distinct posibility that it may be reap- 
pointed, this is not a certainty. 


New Section Interpolated 


Between section I and section II of 
the printed report of the subcommittee 
a new section was interpolated. The 
new section II says: “It is recommend- 
ed that the president of the National 
association in appointing the committee 
of agents should appoint chairmen of 
all existing councils of field underwrit- 
ers to this committee in addition to any 
other members he shall see fit to ap- 
point.’ 

Thus are the importance of bodies of 
personal producers within the larger 
local associations recognized. There 
were several present at the committee 
hearing who felt that if presidents in 
the future would follow such a recom- 
mendation, the committee would be as- 
sured of men with a keen interest in 
the problems of the agent. It was ob- 
vious that some of those present did not 
consider that this had always been the 
case in the past and, in truth, the small 
attendance at this vital meeting seemed 
to confirm this impression. 

The whole meeting was a big city 
monopoly with Detroit, New York and 
Chicago representatives taking the floor 
and comparing notes as to how the 
committees of agents in their cities 
function. So far there are only four 
such associations within associations, 
each with different nomenclature, but 
each with the same fundamental aim. 

The enthusiasm which the big city 
men display for agent group accom- 
plishments was obvious. They are all 
sincere about extending the principle to 
other associations. They feel that the 
groundwork has been laid by the sub- 
committee and that results will be forth- 
coming soon For example, Mr. Cos- 
tello said that in Dallas an agents’ coun- 
cil is in process of forming. 


Deutsch Rochester G. A. 


National Life has appointed J. Ed- 
ward Deutsch general agent at Ro- 
chester, N. Y. He succeeds Bruce S. 
Johnson who has retired. Mr. Deutsch, 
who was assistant superintendent of 
agencies, joined National in 1946. He 
is a graduate of the L.I.A.M.A. School 
and Allegheny College. 





If they ever held a beauty contest 
for grandmas, Mrs. Corpus Christi, 
Gladys Brockus, should take the prize. 
Marlene Dietrich might come in sec- 
ond, but a poor second to the charming 
and youthful Mrs. Brockus. And there 
are brains and skill concerned here too. 
Gladys in her third year with California- 
Western States was on the Million 
Dollar Round Table. This year, her 
fifth in the business, was a year Oo! 
trouble for her, She lost a mother and 
a brother and her father is quite ill. 
She became ill herself from the strain, 
but a vacation in the mountains and a 
new granddaughter brought back the 
roses. With all this travail, she wrote 
a sizable amount of business. 


Warner Wilson, Guardian Life, Cin- 
cinnati, is one of the local oldtimers. 
He harks back to the 1914 N.A.L.U. 
convention which was also headquar- 
tered in the Gibson. That hotel was 
but two years old at the time. 
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New License Law 
Adopted in Seven 
States So Far 


The most recent state 
ig I and qualification law close to 
the \.L.U. model is Wisconsin, W. 
Ray ge Connecticut Mutual, Louis- 
ville, reported as chairman of the com- 
mittee on state law and_ legislation. 
Other states that have enacted legisla- 
tion along that line are Florida, Idaho, 
Maine, New Jersey and Oregon, South 
Carolina permits the commissioner to 
give an examination at his discretion. 

Attempts to have enacted bills re- 
quiring an examination as a prerequisite 
to a license failed in more than half a 
dozen states during the past year. 

Although all states require a license 
as certificate of authority, examination 
procedures are statutory prerequisites 
in only 22 states. The states are: Cali- 
fornia, Connecticut, District of Colum- 
bia, Florida, Idaho, Illinois, Maine, Mas- 
sachusetts, Minnesota, Nevada, New 
Hampshire, New Jersey, New York, 
North Carolina, Ohio, Oregon, Penn- 
sylvania, South Carolina, Utah, Ver- 
mont, Washington, Wisconsin. 

Some states have provisions for tem- 
porary licenses which apply only in the 
case of executors or industrial agents 
actually servicing a debit, as put forth 
in N.A.L.U.’s model bill. Others allow 
issuance of temporary licenses on a 
general basis prior to examination. 
Idaho and Oregon grant an exception 
to the examination requirement in the 
case of a certain number of years prior 
experience. Indiana, Utah and Wash- 
ington allow a _ company approved 
course as a substitute for an examina- 
tion. 

Recodification of the insurance laws 
is to be expected in coming sessions in 


to enact a 


Arkansas, Florida, Kentucky, Montana, 
Pennsylvania and Texas. 
Group Life Definition 

At present there is no group life 
definition in eight states — Delaware, 
Kansas, Mississippi, Missouri, Montana, 
North Dakota, Tennessee and Wyo- 
ming. 


In nine states there is no definition 
but enabling legislation permits certain 
public employes to have such coverage. 
These states are Alabama, Kentucky, 
Maryland, Nevada, New Mexico, Okla- 
homa, Rhode Island, South Carolina 
and South Dakota. 

Three states refer indirectly to; group 
life insurance by excluding it from the 
sections of the law pertaining to dis- 
crimination. These are Arizona, Min- 
nesota and West Virginia. 

Eleven jurisdictions have definitions 
of the so-called “1917 type” permitting 
group coverage for such as employer- 
employe groups, National Guard units, 
state troopers, labor unions and cred- 
itors. These are California, District of 
Columbia, Georgia, Idaho, Indiana, 
Massachusetts, Michigan, New Jersey, 
Ohio, Utah and Virginia. 

Ten states have enacted the more de- 
tailed group life definition approved by 
the N.A.I.C. in 1946. These are Colorado, 
Connecticut, Iowa, Louisiana, New 
Hampshire, New York, North Carolina, 


Texas, Vermont and Washington. 
: The 1948 group life definition of 
N.A.LC., approved by N.A.L.U., has 


been enacted verbatim or with various 
modifications during the 1949 session 
in Arkansas, Florida, Hawaii, Illinois, 
Maine, Nebraska, Pennsylvania and 
Wisconsin. It is interesting to note that 
states revising their group laws in 1949 
used only the 1948 type of definition. 
N.A.L.U. has consistently condemned 
trade association groups and last year 
recommended that not less than 75% of 
the employers not already covered by 
group insurance and eligible for the plan 
should be required to apply for the in- 
surance before the group policy could 


be issued. The 1948 commissioners’ 
definition instead includes a “60% or 
600 lives’ statement. The commis- 


sioners themselves, however, stated that 


process act 
Connecticut, 
Kansas, 
Nebraska, New Hampshire, New York, 
Pennsylvania and Texas. 
ferred to the next session in Georgia 
and Massachusetts. 
Virginia and Ohio. 


cash 
types and how it came out in the 1949 
sessionsy with especial reference to the 
new New York law. 


ssn AL LIFE psdahahaniandnsiiiin 


there was no inliaie of waiiies with 
respect to the limitation. 


The N.A.I.C. unauthorized insurers 
has passed in California, 
Florida, Illinois, Iowa, 
Maine, Maryland, Michigan, 
It was re- 


It failed in West 


The to state 


various 


refers briefly 
legislation of 


report 
sickness 
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Connecticut and Illinois nied ‘tet 
islation authorizing investment in. in- 
surance policies by guardians and trus- 
tees. It is stated that the N.A.L.U. 
draft bill will have to be revised and 
redrafted. 

In New York a bill failed which 
would have authorized the guardian of 
an infant with an income over $2,500, 
with consent of a surogate, to purchase 
life insurance payable exclusively to the 
infant or its estate. In Pennsylvania, 
a bill to authorize guardians to invest 
in life insurance and annuity contracts 
failed while a bill passed authorizing 
guardians and certain other fiduciaries 


23 


to retain life insurance contracts and to 
continue to make periodic premium pay- 
ments. 

Savings bank life insurance is now 
permitted only in Massachusetts, New 
York and Connecticut. Efforts to in- 
crease the limit which may be written 
by one bank and the total limits which 
might be written by more than one 
bank failed in Connecticut. 

A bill to authorize savings bank life 
insurance failed in Pennsylvania. 

Unfair trade practices act, based on 
all-industry drafts approved by N.A.I.C., 
have passed in Arkansas, Colorado, 
Maine, Nevada and North Carolina. 








Robert K. Zimmer, C.L.U. 


General Agent 
a 
The 
Penn Mutual Life Insurance 
Co. of Philadelphia, Pa. 
66 East Broad St. Phone MAin 429 
Columbus, Ohio 
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R. G. LEUZINGER 


General Agency Manager 
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The Ohio State Life 
Insurance Company 


26 North Grant Ave. 
Columbus, Ohio 
Telephone ADams 3447 


Life — Accident — Health — Hospitalization 











STERLING L. 
YOUNGQUIST 


General Agent 
+ 
The 


Northwestern Mutual Life 
Insurance Company 


620 Huntington Nat'l Bank Bidg. 
Columbus, Ohio 


Tel. MAin 5287 





From the Capitol of the 
state, the general agents 
and managers extend 
greetings to all the mem- 
bers and friends of the 
National Association of 
Life Underwriters. 





The Great-West 
Life Assurance 
Company 





RALPH W. HOYER, C.L.U. 


42 East Gay St. 


General Agent 


. FE INSURANCE COMPANY 
er Boeven Msessne sere 


Columbus, Ohio 
Telephone ADams 5246 


+ 


Complete Life Insurance for 
Brokers and Surplus Line Men 








K. V. FARGO 


General Agent 


+ 


The Lincoln National Life 


Insurance Company 
1220 Beggs Building 
Columbus, Ohio 
Tel. ADams 1297 


“Personalized Brokerage Service” 








ROBERT C. SEARLE 


Agency Manager 


614-16 Huntington 
National Bank Building 
Columbus, Ohio 
Tel. MAin 5857 


Complete Brokerage Facilities 














Tel. ADams 4472 


EZRA K. WELTON 


Manager 


sd 


Business Men's Assurance 
Company 
Kansas City, Mo. 

3520 LeVeque-Lincoln Tower 
Columbus, Ohio 
Life — Accident — Health — Annuities — 

Hospitalization — Group — All Ways 
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FD-0O0 


in 1949 — 


Things were different 
in 1888... 


When the average family man owned a 


five hundred dollar 


EN’S Chinchilla Overcoats were re- 
M duced to $5.00, cigarettes were 5c a 
pack, and $1.00 (guaranteed) would 
cure rheumatism. The average family man 


' could go to the theater for l15c . . . togged 


out in his new 50c shirt. He earned—and 
was content with—several hundred dollars 
a year. 


Today, the average family man earns 
many times as much as his grandfather did. 





THE WESTERN AND SOUTHE 


C. F. Williams, President 


life insurance policy. 


And, obviously, grandfather’s $500 in- 
surance coverage isn’t nearly enough pro- 
tection for the modern family. Today’s 
standard of living makes adequate in- 
surance protection a necessity for every man. 
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During the period covering six decades of America’s 


growth and expansion, the Western and Southern has kept 
pace with the ever-increasing needs of its people. 

Sixty years ago it aided grandfather and his family 
through the benefits of life insurance protection —--— 
Today it stands guard over more than four million poli- 
cies owned by his children and his children’s children—— 
providing them with a safe and sound security against 
future uncertainties. 

Through the years the Western and Southern has gained 
in prestige and public confidence—today, with more than 
two billion dollars of life insurance in force, it 


takes its place among the great services of our time. 


FW LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 
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1st Day 


Patan: treasurer, Sewell W. Hodge, 
treasurer Provident Mutual Life; coun- 


sel, Robert Dechert, counsel of Penn 
Mutual. 
New Trustees Elected 

E. M. McConney, president Bankers 


of Iowa; Vincent B. Coffin, vice-presi- 
dent Connecticut Mutual, and Clarence 
B. Metzger, 2nd vice- -president of Equi- 
table Society, were elected trustees for 
one, two and three-year terms respec- 
tively. ’ 

The iollowing were reelected for 
three-year terms: J. Stanley Edwards, 
Aetna Life, Denver; Chester O. Fischer, 
vice- -president Massachusetts Mutual: 
John Marshall Holcombe, Jr., manag- 
ing director L.I.A.M.A.; David Mce- 
Cahan, dean of American College: 
Henry E. North, vice-president Met- 
ropolitan Life, San Francisco. 

Mr. Dechert, Mr. Hodge, Martin I. 
Scott, Karl K. Krogue, and Howard H. 
Cammack, as immediate past president, 
president and_ vice-president respectively 
a American Society of C.L.U., and Ray- 
mond C. Johnson, by virtue of his con- 
nection with the L.I.A.M.A. committee 
on education and training, become memz- 
bers ex-officio of the board of trustees 
during their terms of office 


Memorial Resolution Adopted 


The trustees adopted a memorial res- 
olution on Mr. Stevenson, W. M. Duff, 
Equitable Society, Pittsburgh, vice- 
chairman of the college, and O. J. 
Arnold, chairman of Northwestern Na- 
tional and director of American College. 

At the dinner of the American Col- 
lege trustees, at which Mr. Myrick pre- 
sided as chairman, Roger B. Hull, vice- 
president and manager of agencies oi 
Mutual Life, of which Mr. Myrick is a 
retired vice-president, on behalf of the 
company’s officers presented to the 
American College a portrait of Mr. My- 
rick in recognition of his work for the 
college. 

Another painting received by the col- 
lege was that of Ernest J. Clark, for 
many years general agent of John Han- 
cock at Baltimore. He was one of the 
founders of the college and served as its 
president, as a trustee and later was 
elected a life trustee. The portrait will 
hang in the reception hall of the Ameri- 
can College’s building in Philadelphia. 


Other Gifts Announced 


Another gift was that of a collection 
of ivory pieces presented with a _por- 
trait of the late Edward A. Woods, for 
many years general agent of Equitable 
Society at Pittsburg, by the daughter 
of Mr. Woods, Mrs. Alexander C. Rob- 
inson, III, of Sewickley, Pa. 


A group of donors comprising the 
boards of the American College and 
American Society of C.L.U. and the 


Boston C.L.U. chapter gave money _ to 
furnish a board room in the new build- 
ing, to be called the Julian S. Myrick 
board room. It is here that the painting 
of Mr. Myrick will hang. 

Dr. Huebner graciously acknowledged 
all these gifts. That of John Henry 
Russell of Los Angeles, who furnished 
the reception hall of the American Col- 
lege building in honor of his father, John 
Newton Russell, was acknowledged by 
Mr. Reese, chairman of the building and 
grounds committee. Mr. Reese pro- 
jected a number of excellent color slides 
of the interior and exterior of the build- 
ing. He presented to Mr. Myrick a book 
of mementos, including photographs of 
the building and signatures of all the 
trustees. 


Ormsbee Named NorfolkG.A. 


Earl R. Ormsbee, Jr., has been ap- 
pointed general agent at Norfolk by 
Pan-American Life. Mr. Ormsbee for- 
merly was with Protective at Norfolk. 

e is a member of the Million Dollar 
Round Table and is a navy veteran. 


George Vinsonhaler, Cincinnati, gen- 
eral agent of John Hancock, was re- 
galing some of his more portly hearers 
in the Gibson lobby with accounts of 
how he took off eight pounds during 
his two week vacation at Castle Park. 
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Secretaries of 
Associations 


Hold Confab 


Some 20 executive secretaries, repre- 
senting various local and state associa- 
tions, held an all-day meeting in con- 
junction with the N.A.L.U. convention, 
Monday. Thelma L. Rudgers, Ceveland 
executive secretary, served as chairman 
in the morning and Lawrence E. Jack- 
son, Pennsylvania state, presided dur- 
ing the afternoon, 

Miss Rudgers presented a key-note 
address, outlining avenues by which the 


secretary can do a more creative work 
in helping the association render a 
evreater service. She brought to the 


secretaries a broad perspective of their 
work—stressing what an executive sec- 
retary should strive to accomplish. 


Donald Barnes Speaks 


Donald F. Barnes, director of the ex- 
tension and development department of 
Intitute of Life Insurance, spoke on co- 
operation with the association. He dis- 
cussed advertising, cooperation with as- 
sociations, school and college programs, 
women's groups, libraries, press rela- 
tions, the association’s place in the com- 
munity, and Institute material. 

In the afternoon Spencer L. McCarty, 
executive secretary New York state as- 


sociation, presented a resume of the 
workings of section 213 of the New 


York law, which is now under review. 
He illustrated how association leader- 
ship can give agents a voice in molding 
legislation affecting their business and 
their incomes. 


Preview of New Status 


John D. Moynahan, Metropolitan, 
Berwyn, Ill., secretary of N.A.L.U., pre- 
sented a preview of the future sphere of 
activities of the National association 
under its new official status as a pro- 
fessional trade association. He said the 
N.L.R.B. agreement has strengthened 
association position without curtailing 
any of its worthwhile and most effec- 
tive projects and objectives. The agree- 
ment is in complete harmony with the 
stated objectives of the association and 
further strengthens the hand of all as- 
sociation leaders by placing the stamp 
of government approval upon the pro- 
fessional character of life association 
attainments and services. 


Series of Panels Held 


A series of panels on membership, 
finances, and plans and training com- 
pleted the sessions. 

Present besides those mentioned were 
Margaret Bécker, Ilinois; Joy Luidens, 
Chicago; Virginia Bell, Louisville: 
Winifred Cornell, Detroit; Gladys 
Grover, Toronto; Lucille Pryor, Indian- 
apolis; Estelle Spencer, Buffalo; Irene 
McKay, Texas: Mr. and Mrs. Joseph 
Charlesville, Los Angeles; William Coo- 
ean, Massachusetts; Ross Edgar, Pitts- 
burgh; Homer Trantham, Ohio; Jack 
Manning, New York City; George Hes- 
ter, Alabama; Paul Duling, New Jersey. 


Women on Television 


Norma Wasson, Phoenix Mutual, 
Kansas City, chairman of the women 
underwriters committee, and newly 
elected vice-chairman of the Women’s 
Quarter Million Dollar Round Table, 
and Mrs. Marion Eberly, head of the 
women’s division of the Institute of 
life insurance, were interviewed on a 
Cincinnati television program. They 
answered questions about life insurance. 


A suite was occupied in the Nether- 
land Plaza by Travelers, staffed by the 
local officials headed by Frank W igles- 
worth, Cincinnati life manager. On 
hand from the home office was Richard 
D. Jervis, assistant superintendent of 
agencies, a former Cincinnati manager, 
for whom the convention was a return 
home. 


bo 
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Early Activity at Registration Desk 





There was plenty of activity at the registration desk even as early as Monday morn- 
ing, as this picture shows. 








OHIO'S HEARTIEST GREETINGS TO NALU 


from your friends with 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 


Domiciled in the heart of Ohio's Capital 
City, the Midland Mutual Life is exultantly 
proud of its forty-three years of substan- 
tial accomplishment. Approaching the 
$200 million mark of insurance in force, 
it is ever mindful of and appreciatively 
acknowledges the magnificent contribu- 
tion of its loyal and efficient agency per- 
sonnel toward this achievement. 


Our Field Forces rolled up a 27.2% gain 
in written business and a 13.7% gain in 
paid for in the first seven months of this 


year. 


MIDLAND MUTUAL LIFE 


INSURANCE COMPANY 





250 EAST BROAD STREET » COLUMBUS 16, OHIO 
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ONE LA SALLE ST. BUILDING 


L. J. SHERIDAN & CO. 
Agents 


One La Salle Street Chicago 


OUTSTANDING LIFE 


ONE LA SALLE 


THE LIFE INSURANCE 














A COMPLETE LIFE INSURANCE 
DEPARTMENT AT YOUR DISPOSAL 


LIFE—SUBSTANDARD—WHOLESALE—GROUP 
ACCIDENT AND SICKNESS—HOSPITALIZATION 
GROUP PENSIONS—PENSION TRUSTS 


— TRY US — 


FRED S. JAMES & CO. 


Established 1872 


INSURANCE 


ae ONE NORTH LA SALLE STREET SAN FRANCISCO 

° MINNEAPOLIS 
WASHINGTON Telephone—FInancial 6-3000 LOS ANGELES 
DENVER CHICAGO 2, ILLINOIS 
































PAUL W. COOK... RAYMOND J. WIESE 
cached t AGENCY 


| PROVIDENT MUTUAL 

THE LIFE INSURANCE CO. 
MUTUAL BENEFIT OF PHILADELPHIA 

LIFE INSURANCE 


Founded 1865 
COMPANY | 





RAYMOND J. WIESE 
General Agent 





| Phone FInancial 6-0915 
One La Salle St. Bldg. 


CHICAGO, ILL. 


Telephone RAndolph 6-3444 


One North La Salle Street 
CHICAGO 2 






































LiFe INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
FERREL M. BEAN 
GENERAL AGENT 
One La Salle Street Building 
Telephone: RAndolph 6-9336 


CHICAGO, ILL. 
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'E [AGENCIES LOCATED IN 
 |STREET BUILDING 


CE | CENTER OF CHICAGO 


ONE LA SALLE STREET BUILDING is the one estab- ” semua 


THERE’S A REASON .. . 


why more and more brokers and surplus writers are giving busi- | 
ness to the Chicago-Jordan Agency. They say that they find here — 

















lished Life Insurance Center of Chicago. Thirty of the 


foremost life insurance firms and agencies maintain 





° : : ° : | field assistance —- prompt service —- sound advice — business-get- 
offices in this architecturally impressive and centrally ting ideas — and courtesy always — to both the agent and his client. | 


located building at La Salle and Madison Streets. | EARL Cc JORDAN 


General Agent 


The General Agents and Managers with offices at | WM. J. NELSON, JR.. Asst General Agent 
One La Salle Street whose names appear here have | MASSACHUSETTS MUTUAL 
LIS unequalled facilities for handling all life insurance | LIFE INSURANCE Co. 
| 


business. Brokers will find prompt and unusual service One North La Salle St. © Chicago ® RAndolph 6-0060 














on brokerage business at these offices. Men who de- 


ay sire to become Life Underwriters and connect with well 


IE established organizations that will give helpful aid | | oem 
_ THE HUNKEN AGENCY 











will find exceptional opportunities available to them 


‘ in the life insurance organizations located in the | HENRY C. HUNKEN 











One La Salle Building. | GENERAL AGENT 
2 hay a ae GEORGE HUTH 
The most progressive and modern producing organi- | ASSOCIATE GENERAL AGENT 
| 
zations, offering the finest service on life insurance to | 
in ‘The CONNECTICUT MUTUAL LIFE 
be found anywhere in the country, maintain offices | INSURANCE COMPANY 
in the One La Salle Building, the life insurance center | Leis iaiidiomeniecnltia 
| One North La Salle Street Chicago 
| 


==! | of Chicago. 














| 
FREEMAN J. WOOD || STUMES & LOEB 


GENERAL AGENT GENERAL AGENTS 
LINCOLN NATIONAL LIFE INSURANCE CO. | The Penn Mutual Life Insurance Co 
ONE NORTH | caida ; 
uite 15 


18th FLOOR Telephone: CEntral 6-1393 LA SALLE, ST. 
eu. ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone: RAndolph 6-0560 








An Agency Especially Equipped to Educate 
and Develop Steady Producers 


AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS 
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Carroll Shanks Gives Message 





Equity Capital Solution 
Beyond Insurance Power 


Insurance money cannot go into the 
quantity to 


field in sufficient 
have any substan- 
tial effect in solv- 
ing the problem of 
the supply of equi- 


equity 


ty capital, accerd- 

ing to President 

Carro] M. Shanks 

of Prudential, who 

addressed the gen- m 

eral session Thurs- | #i-* tt 
day morning. That me a 
solution, he aver- we 

red, must wait up- te 

on the correlation “é E 


of fundamental con- 
ditions, taxation and 
controls, which will 
make equity capital investments attrac- 
tive to the individual investor. 

$y changes in law, valuation, etc., it 
is possible for insurers to do something 
more in the way of providing equity 
Capital than they have, but it is not 
within the power of insurance to cor- 
rect substantially the difficulty in ob 
taining equity capital. 

li investments were made in seasoned 
stocks with proven earning power, the 
price of stocks would be bid up in the 
imarket rather than providing new equity 
money for industry. Purchase of large 
blocks of newly issued stock would in- 
volve problems of and assumption of 
contro] which the companies should not 
assume -ife insurance should not be 
dragged into a position of control in 
other industries. 

New ventures are not proper fields for 
life insurance money except in small 
amounts. 


Carrol M. Shanks 





The swing in values of stocks is not 
the paramount consideration, as_ this 
can probably be met in part at least by 
realistic write-down provision. 

Mr. Shanks discussed the theory that 
is frequently advanced that insurers 
should invest money back in the com- 


munities from which the premium 
comes, 

No one, he said, will quarrel with 
this as a general statement, and “we 
make a strenuous effort to do just 
that”. However, money cannot be in- 
vested except in an area where the 
underlying conditions are such that 


there is a call for capital and there are 
enterprisers who believe that business 
can be done and a return earned upon 


the money. Mortgage money can go 
only where people need and want to 


build houses, buildings and plants. At 
any given time there will be different 
conditions in different parts of the coun- 


try. For example, for some years past 
l'rudential has been investing in the 
west and the southwest at a rate far 


in excess of the premium income from 
those areas. The northeast and some 
other areas generate surplus funds, and 
insurance performs the service of chan- 
neling these funds from the surplus sec- 
tion to the area needing and calling for 
capital. Under changed conditions other 
areas will call for and absorb capital. 


Life insurance companies are always 
seeking good investments, wherever 
located. What they cannot do is in- 


vest money where there is no one who 
can put it to work for profit at reason- 
able risk. 

In connection with housing, spokes- 
men call upon insurance companies to 





At the National Underwriter Co. display on the mezzanine floor of the Gibson hotel, 
George Roeding of the Cincinnati office describes one of the company’s many publica. 
tions to George Vinsonhaler. general agent of John Hancock at Cincinnati. Also in 
charge at the exhibit are William J. Gessing (left) of Kansas City and Jack V. Stroup 


of the Pittsburgh office. 


clear the slums and provide housing for 
the people. As a matter of fact, a most 
substantial part of housing is made 
available by insurance company mort- 
gage lending; and various companies 
have made large numbers of housing 
units available through direct construc- 
tion and ownership. Here again, how- 
ever, the main brunt of housing must 
be borne by individual builders and 
equity investors who can produce the 
structures with the aid of mortgage 
money from insurance companies and 


others. That is as it should be. The 
insurance companies should not. be 
owners and landlords of a large part of 
the nation’s housing. 

Through investment channels, insur- 
ance can help greatly in the building 
and developing of our economy, but 
only to a small extent acting as the 
enterpriser itself. The initiative, drive 
and control of the countless enterprisers 
and home owners throughout the coun- 
try must be coupled with its funds. 
“Together, our contribution is great and 
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Manager's Office, Los Angeles 


The Company is expanding its activities on the West Coast, and has 
opened modern offices, and established the following general agencies: 


JULIUS A. BERTRAND, General Agent. San Francisco 

D. G. HOLSTON, General Agent, Fresno 
HARRY R. PINNEY, C.L.U., General Agent, Oakland 
GEORGE J. GRIM. General Agent. San Diego 
FRANK L. SHOWACY, General Agent, Portland, Oregon 
J. H. BECK, General Agent, Everett, Washington 

Los Angeles Agency, Los Angeles, Calif. 


We’re—Building in the West 


Let’s Get Acquainted | 


We welcome cordial and friendly relationships with those in the 


Insurance Fraternity. .. . 


THE BANKERS LIFE 


is now in its 62nd year of service to policyholders and agents— 


"A GENERAL AGENCY COMPANY" 





bas 


General Office, Portland 


INSURANCE COMPANY OF NEBRASKA 








25 Taylor Street 





M. V. “PAT” LONERGAN, West Coast Manager 


Bankers Life Insurance Company of Nebraska 





San Francisco 
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1st Day 
absolutely essential to the welfare of 
our country. Insurance cannot solve 


the equity capital problems of the na- 
tion. It cannot invest in communities 
and areas not calling for capital. It 
cannot act as landlord to the nation. 
“One thing, however, we can do— 
uniquely and well. That is sell and 
service life insurance—insurance which 
means security, stability and independ- 
ence to our people; security and stability 
acquired and maintained by private and 
personal thrift, initiative, self-reliance 
and_ self- respect. Through making it 
possible for our people themselves to 
provide their security and independence, 
we make possible a fearless, alert and 
objective citizenry, which is our only 
bulwark against what seems threatened 


in the looming all-powerful state. Our 
primary responsibility is to insure the 
people. That we can do—and will.” 


At the outset Mr. Shanks said private 
insurance has the means at hand and is 
an effective going alternative to the 
demands for a welfare state and its vast 
load of taxation upon the working gen- 
eration, 


Period of Readjustment 


The world and the U. S. are heading 
into a vast period of social and economic 
readjustment. The world wide dollar 
shortage, accelerated by the two wars, 
has made this country economically self 
sufficient. Because of its productive ef- 
ficiency and ingenious industrial ability, 
the world now looks to the U. S. goods 
and products as “musts.” Yet other 
nations lack the dollars to buy them. 
This in turn curtails the market for 
(American goods, he stated. These, and 
many other factors which he outlined, 
have led to more and more government 
restrictions, rules, interventions, sub- 
sidies, allocations and special actions be- 
cause of group pressure. These restric- 
tions lead to less and less freedom, Mr. 
Shanks declared. 

“All this seems a somber picture, yet 
it need not necessarily be so,” he stated. 
“Much, perhaps all, depends upon the 
initiative, drive and self-reliance of our 
so-called middle-class, which has al- 
ways comprised most of our people. If 
the wage earners, farmers and small 
business men who comprise this group 
retain their initiative and willingness to 
fend for themselves and to take care of 
their own dependents, our nation has a 
good chance to emerge from the prob- 
lems ahead with our economic strength 
and our freedom preserved.” 


Burden of Government Plans 


this great majority group who 
insurance and to whom the life 
caters. We live because of the 
initiative and_ self-reliance 
many of our citizens, 
with your help, to want to look after 
their dependents themselves. I am 
speaking as an ardent advocate of pri- 
vate welfare plans. Government wel- 
fare plans, however enticing they may 
seem in some respects, can be paid only 
by the work of the producing genera- 
tion, and are a heavy burden upon them, 
They should never extend beyond mini- 
mum payments. One of the arguments 
used by those who favor government 
welfare plans is the fact that individuals 
need protection against the mischances 
and vicissitudes of life. That is the 
only argument which carries any con- 
viction with me. Life insurance, how- 
ever, actively and daily refutes that as 
an argument for government welfare 
plans. Insurance, as you write it, pro- 
vides the individual, himself, through 
his own initiative, the opportunity to 
guard against the vicissitudes which 
may destroy a family. The great pool- 
ing and redistribution system, which is 
private insurance, has the means ready 
at hand to meet the demands and the 
crises as they arise. It is an effective 
going alternative to the demands of the 
welfare state and its vast load of taxa- 
tion upon the working generation,” Mr. 
Shanks said. 

Life insurance, he said, 
upon the agency system. 


“Tt is 
toa 
buy life 
industry 
qualities of 
which cause so 


is dependent 
All efforts 
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seeuiiily to place and service life in- 
surance by other methods have failed 
so far as any widespread coverage of the 
population is concerned. 

Nevertheless, the agency system is 
one involving substantial cost. It can- 
not be otherwise. The insurance buyers 

cannot be provided with the services of 
pan professional men without sub- 
stantial cost being involved, Persona! 
attention by professional people costs 
money. It behooves all of us to keep 
down costs. Larger production per 
man, larger average policies, where this 
can be done and still cover all of the 
public, lower lapse rates, enhanced in- 
dividual skill, all tend to lower unit 
costs. 


Plan for Agency 
Management Round 
Tables Reported 


Development of a tested plan for 
agency management round tables con- 
ducted by local general agents and man- 
agers groups was reported by O. Sam 
Cummings, Kansas City Life, Dallas, 
at a meeting of the general agents and 


managers committee. Recommenda- 
tions of the group’s agency manage- 
ment training advisory committee were 


presented by C. W. Campbell, Pruden- 
tial, Newark, co-chairman. Osborne 
Bethea, Penn Mutual, New York, has 


been appointed chairman of the general 
agents committee in charge of this as- 
pect of N.A.L.U. work by W. R. Hoef- 
flin, Pacific Mutual, Seattle, chairman, 
who presided. Local general agents 
groups desiring to participate in the 
round table program should notify Mr. 
3ethea of their desire and the number 
who will participate prior to Dec. 1, so 
that the necessary study material can 
be provided. 

The round table program consists of 
17 weekly meetings on specific aspects 
of agency management. The program 
has been tested in practice by the Dal- 
las, Indianapolis and Pittsburgh general 
agents groups. It was developed as the 
result of a projected book written by 
Mr. Cummings on agency management. 
Material for the round tables, including 
outlines, will be available through N.A. 
L.U 


Recommendations in Report 


The report of Mr. Campbell, which 
has been approved by the planning com- 
mittee, urged that round tables be 
adopted as a major project in 1949-50, 
that home offices support agency man- 
agement schools; that the American 
College’s agency management course be 
revised to contain new study material 
and text; that general agents cooperate 
with L.IA.M.A. research projects; that 
cooperation be extended to colleges and 
universities participating in the program 
by all segments of he life insurance 
business; that a national program com- 
mittee be appointed to promote area 
management conferences in cooperation 
with L.I.A.M.A., that closer relation- 
ships be established with agency of- 
ficials and L.I.A.M.A.; that L.I.A.M.A. 
officials participate in general agents’ 
activities. 

Invitations have been extended by 
L.I.A.M.A. to the general agents to at- 
tend its Chicago and Quebec meetings. 
The advisory committee on agency 
management training believes that 
splendid progress in this work has been 
made. 


The hard working backers of Harry 
J. Syphus, Beneficial Life, Salt Lake 
City, for trustee were distributing letter 
openers of native Utah copper. 

William H. Andrews, manager of the 
home office agency of Jefferson Stand- 
ard, was his usual droll self, entertain- 
ing groups of early arrivals with stories 
and humorous comments. 


If you go at it hard it’s easy. If you 
go at it easy it’s hard—Equitable Item. 


Elsie Doyle New 
W. Q. M.D.R.T. Head 


Women’s Quarter Million Dollar 
Round Table elected these new offi- 
cers: Chairman, Elsie Doyle, Union 
Central, Cincinnati; vice-chairman, Nor- 
ma F. Wasson, Phoenix Mutual, Kansas 
City; members of executive committee, 
Emma McConnell, Volunteer State Life. 
Chattanooga, ex-officio as immediate 
past chairman; Minna Hensley, Franklin 
Life, Salina, Kan., Hazel Herrmeyer, 
Penn Mutual, Minneapolis. 

Miss McConnell presided at the 
W. Q. M.D.R.T. meeting. The invoca- 
tion was by Mrs. Marion Eberly, direc- 
tor of the Institute of Life Insurance 
women’s division. 

It was announced that 185 of the 
country’s leading women producers 
qualified for the round table this year. 
Miss McConnell stated that included in 
this year’s membership are 36 women 
who have qualified for the first time this 
year; 24 who have qualified for two 
successive years; 27 who are life mem- 


bers; 52 who are life and qualifying 
members; 44 who are renewing life 
members, and Miss Sara Frances 


Jones, Equitable Society, Chicago, who 


is an honorary member. 
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Coffer Northern Life 
S. F. Manager 


H. R. Coffer has been appointed 
northern California manager for North- 
ern Life Seattle, succeeding James 
C. Lewis, who becomes manager of 


a new office to be opened at San Jose. 

Mr. Coffer graduated at Harvard in 
1940 and worked as an agent and as 
training assistant for Aetna Life and 
also for Southland Life in Texas and 
Alabama. He served as an army major 
during the war and then for a time was 
chief of the index section of veterans 
administration at Washington. For a 
year he was director of public relations 
for California national guard and for 
the next year was an army officer at 
the Presidio with the war manpower 
board. For the past year he has been 
supervisor of agencies for Continental 
Assurance at San Francisco. 


These 182 women represent 54 compa- 
nies and are from 37 states, the Dis- 
trict of Columbia, Alaska, Hawaii and 
Canada. 

The cocktail party before the dinner 
was given by Volunteer State Life, 
with which Miss McConnell is con- 
nected. 











INTER-OCEANINSURY CE COMPANY 


ranil fovliclone 


EXECUTIVE OFFICES CINCINNATI 2, OHIO 


Welcomes the NALU to the Queen City 


Inter-Ocean has served the public 
and its Agents faithfully since 1903 
with complete lines of disability 
protection ; including hospitaliza- 
tion, surgical and medical plans. 
Life was added two years ago and 
we like it—so do our men and 
women in the field. Our new 
Security Plan —the ultimate in 
package sales — is just what the 


prospect ordered. 


Here’s to a Pleasant Visit in 
Cincinnati — Best of Luck for a 


Constructive Meeting. 


HLE 1903 
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Ill., Chattanooga 
Associations Win 
Membership Awards 


The Charles Jerome Edwards Trophy, 
presented each year to the local asso- 
ciation show- 
ing the largest in- 
crease in member- 
ship on the basis of 
one-half of the per- 
centage of increase 
and one-half of the 
numerica] increase, 
is awarded this 
year to Chatta- 
nooga Assn. of 
Life Underwriters 
which increased its 
membership from 
142 to 307 during 
the year. Others in 
the first five were: Merbert R. Hin 
Chicago, Fayetteville, Ark.; Cumber- 
land, Md., and Wayne County, N. C. 

The Philadelphia Award, presented 
each year to the state association show- 
ing the largest increase on the same 
basis goes this year to the Illinois asso- 
ciation. Runners-up were Alabama, 
Arkansas, Colorado and Kansas. 

These awards were announced in the 
report of the membership committee, 
of which Herbert R. Hill, Life of Vir- 
ginia, Richmond, is chairman. Formal 
presentation of the trophies will be 
made by Mr. Hill at the Friday morning 
session. 

The total membership of 48,470 on 
June 30, although it showed a decrease 
from the 1947 and 1948 figures, was re- 
garded as quite gratifying, i in view of the 
increase in dues of N.A.L.U., accom- 
panied in most cases by an increase in 
state and local association dues, and at 
a time when fewer men and women are 
being recruited into the business. 

Chicago, with 2,349, had the largest 
membership of any local association 
June 30, followed by New York 2,174 
Pittsburgh 1,193, Los Angeles 985 and 
Boston 939. 

The question was raised as to w hether 
the guiding of the establishment of new 
associations, now under the extension 
committee, should be handled by a sep- 
arate committee or by the membership 
committee. 

The extension committee, headed’ by 
C. E. Cleeton, Occidental Life, Los 
Angeles, which also raised the same 
question, reported 44 new associations, 











D. Marsh, Lincoln Na- 
tional, Washington, a trustee candidate, 
and H. Cochran Fisher, Aetna Life, Wash- 
ington, N.A.L.U. trustee. 

Below—Ruth M. Kelley (Mrs. Leroy 
Skidmore), of Manhattan Life, Detroit, 
and Simon D. Weissman, Equitable So- 
ciety, Boston, N.A.L.U. trustee. 


Above—John 
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Ne ew y Leadership 
Training Schools 
Highly Successful 


Continuance of the new leadership 
training school program was _ strongly 
urged by the com- 
mittee on state and 
local associations, 
headed by John R. 
Humphries, Provi- 
dent Life & Acci- 
dent, Chattanooga, 
together with ac- 
tion which will 
make it possible to 
get the project un- 





der way earlier 
than this elie, 
These training 





» > 


J. R. Humphries 


schools, to be held 
in June or July, re- 
place the former 
state conferences, which were held in 
the fall. It was felt that this involved 
too much of a lag after the election of 
officers. The state and local associa- 
tions bear the full cost of the program, 
except that N.A.L.U. assumes the re- 
sponsibility for developing and _ dis- 
tributing the materials for the schools. 
So far 87 of these schools have been 
held, with glowing reports from state 
officers, moderators and instructors. 


Caravan Congress Plan 


Most of the state associations hold 
annual sales congresses to which repre- 
sentatives from all local associations 
within their borders are invited. An- 
other plan which has been followed in 
California, Florida, Missouri, North Car- 
olina, Ohio, Oregon, Pennsylvania, 
Tennessee, Texas, and possibly others 
is that of holding three or four sales 


congresses in different parts of the 
state on succeeding days, using the 
same speakers with the ‘addition, in 


some instances, of one Speaker from the 
host association. The “caravan’ ’ plan, in 
use in California and Wisconsin for 
many years, is a particularly effective 
one. Teams of speakers are organized 
which during a certain period of time, 
visit every association within the state. 


Regarded as Vital Activity 


With the discontinuance of the fall 
conference program, these sales con- 
gresses and caravans should take on 
added importance. This is regarded as 
a vital activity for state associations, 
not only because it takes information 
and inspiration out to the members, but 
because of the fellowship it helps to pro- 
mote. 

Further extension of state Leaders 
Round Tables and Quarter Million Dol- 
lar Clubs is urged. At the present time 
30 states have such organizations. 
N.A.L.U. has a brochure which is avail- 
able for those desiring to promote them 
in additional states. 

Thirteen state associations have ap- 
pointed committees to aid in organizing 
and operating L.U.T.C. classes, as rec- 
ommended at the mid-year meeting. 


Get-Acquainted Plan Proposed 


It has been felt by many members of 
the committee that new delegates at- 
tending national conventions quite often 
find themselves at a loss, and, aside 
from the national council meetings, take 
very little part in the convention prop- 
er. It has been suggested that this com- 
mittee appoint a sub-committee to wel- 
come these newcomers, either at a 
breakfast, luncheon or other type of 
“get-together” meeting, so that they 
may be introduced to one another, made 
to feel a little more at home, and be 
instructed as to the general procedures 
of the convention proper. The sub- 
committee could act in an advisory ca- 
pacity to these members, and it is 
generally believed that through such 
means of acquainting the newcomers 
with some of the old-timers, as well as 
with other first-timers, attendance at 
conventions should be substantially in- 
creased through a genuine desire of the 
first-timers to return. 
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N.A.L.U. Debit Managers Again Push 
Industrial and Are Proud of It 





A quickening of interest in just plain 
industrial life insurance was notable 
among the numerous managers of debit 
agents attending the N.A.L.U. conven- 
tion in Cincinnati. Ordinary sales have 
slacked off strongly on the debit in the 
past few. months, but industrial sales 
have gained considerably. Many a 
manager who pushed the sale of ordi- 
nary to the extent of discouraging in- 
dustrial sales has come again to realize 
that the industrial policy is the back- 
bone of his operation. The term “in- 
dustrial” even seems to have been re- 
lieved of some of the stigma that for 
a time was attached to it. Debit agents 
and managers alike are no longer half 
ashamed to be selling small chunks of 
coverage. They are now proud of doing 
a job which they realize that the ordi- 
nary agency cannot do. 


Discuss New Techniques 


Here at Cincinnati industrial man- 
agers who at the N.A.L.U. meeting last 
year at St. Louis were proudly com- 
paring the amounts of ordinary sold by 
their charges are now just as proudly 
recounting increases in industrial col- 
lections. They are eagerly discussing 
new techniques for the sale of indus- 
trial business, for replacement of ordi- 
nary with industrial where last year’s 
eyes were bigger than this year’s budget. 
Call it deflation or retrenchment or 
what you will, to many it is a return 
to normalcy. And while the debit man- 
ager and his agents are naturally dis- 
tressed at ordinary lapses and the de- 
cline in ordinary new sales, there are 
still compensations in a return to nor- 
malcy—because that’s just what the 
majority of debit people take this trend 
to be. They feel they are now perform- 
ing the function they were meant to 
perform. 

The ordinary was nice, but if it 
comes harder they don’t fret. These 
men know their customers and know 
that most of them will not let their 
small protection policies lapse. With 
the ordinary policies and the strong 
investment appeal of these policies, it 
was a different matter. Those on the 
lower economic rungs have never been 
investors. They can see paying pre- 
miums for insurance, but regard any 
characteristics beyond the lump sum 
at death as luxuries. There is currently 
less money for luxuries. 


Refine the Sales Approach 


The new sales approaches to indus- 
trial have borrowed much from the ordi- 
nary sales approaches. The ordinary 
selling spree on the debits since the 
war has advanced the selling to mini- 
mize the collection phases of the debit 
man’s job. Managers report that their 
men are selling where formerly they 
drifted along year after year accepting 
what fell into their laps. Before what 
might be called the ordinary renais- 


sance on the debit, there was little study 
of the application of marketing to the 
debit. Recently, however, good brains 
in the home office, field and sales or- 
ganizations have been turned toward 
scientific marketing on the debit. 

Sure, ordinary will continue to be 
sold on the debit—unless times should 
really get tough and there are few who 
see anything like that in the near fu- 
ture. The economic screws are about 
where a debit man could wish them 
today. They are just tight enough to 
make the man with a job realize that 
he had better channel some money into 
protection. That’s what the debit man 
has to sell. 





Education and Training 
Activities Reach New High 


Educational and training activities 
have reached a new high this year, ac- 
cording to the re- 
port of the com- 
mittee in charge of 
that work, headed 
by Edward L. 
Reiley, Mutual 
Benefit, Philadel- 
phia. 

More than 1,000 
agents have suc- 
cessfully completed 
the 54 classes in the 
first year of the 
L.U.T.C. course 
and the four classes 
in the second year 
held during the 
1948-9 school year. The first-year 
course has been revised, reducing the 
number of case studies from 80 to 57 
and number of projects from 12 to 
eight, and the content and sequence of 
the text presentation improved. The 
second year likewise is undergoing a 
thorough streamlining. 

Indications are that there will be more 
than 100 classes for the coming season, 
with close to 4,000 enrolled. There will 
be probably 35 second-year classes, 
available only where first-year classes 
already have been held. Twelve re- 
gional conferences for instructors are 
being held this fall. 


Progress in C.L.U. Movement 


Progress in the C.L.U. movement has 
been maintained and in many instances 
exceeds that of the previous year. Re- 
gional conferences for C.L.U. leaders 
and teachers have been resumed. Each 
conference includes about 50 partici- 
pants and is of two days’ duration. 
Thus far this year, conferences have 
been held in Atlanta, Dallas, and Colum- 
bus. Three more are planned in October 
for Albany, N. Y.; Chicago, and San 
Jose, Cal. 

Both the Purdue and Southern Meth- 
odist courses have shown especially good 
results, the number of summer short 
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courses continues to increase, and a 
number of local associations have spon- 
sored courses for their membership. 


Resounding Ovation 
Given Clifford Orr 
at Dinner Party 


The dinner party given by National 
Life of Vermont in honor of Clifford H. 
Orr, general agent for the company 
at Philadelphia and_ president of 
N.A.L.U., shook the walls of the staid 
Queen City Club with a resounding 
tribute to Mr. Orr. 

D. Bobb Slattery, agency vice-presi- 
dent, presided. Most of the officers and 
notables at the convention attended. 
Regional songs were sung with gusto, 
with more than a slight edge in the 
singing going to the southerners. Cli- 
max was the stirring appeal by Jul B. 
Baumann, Pacific Mutual, Houston, 
N.A.L.U. past president, for everyone 
to rise when “The Eyes of Texas Are 
Upon You” was played. 

A silver cigarette box was presented 
to President Orr at a luncheon Mon- 
day tendered by the trustees to the 








Cincinnati convention committees. Mr. 
Baumann made the presentation on be- 
half of N.A.L.U. 





Instead of the traditional “Where’s 
Elmer?,” the cry around the lobby of 
the Gibson, the headquarters hotel, on 
Monday morning was “Where’s Elsie?” 
Sought in this case was Elsie Doyle, 
Union Central, Cincinnati, who had 
charge of arrangements for the Wom- 
en’s Quarter Million Dollar Round 
Table and was dashing about madly to 
complete them. It seems that no mat- 
ter how thorough planning has been 
for a convention, at the last minute a 
million complications arise that could 
never have been foreseen. For instance, 
one of the cows owned by a man who 
was supposed to paint signs for the 
convention took sick. The artist had 
to nurse Bossy. N.A.L.U. had to get 
the sign elsewhere. 

A. Gordon Nairn and Mrs. Nairn 
motored down from Toronto to attend 
the meeting. Mr. Nairn is the chief 
executive officer of the Life Under- 
writers Assn. of Canada. A warm greet- 
ing took place in one of the elevators 
at the Gibson as the Nairns met the 
Orrs, Clifford, president of N.A.L.U., 
and Mrs. Orr. 
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Explain i in Detail How to Work for Licensing haw 


(CONTINUED FROM PAGE 6) 





associations would be the most likely must make the decision as to whether 
to be opposed to the legislation. They it should hire legislative counsel. The 
must anticipate who within the legisla- check list contains the following ob- 


ture will put up the stiffest back and servation in this regard: 


analyze why such legislation has been “Experience has shown that there is 
blocked in the past. Then agents must yo categorical need for any association, 
be sought who have power with the state or local, to retain legislative coun- 


sel. In most instances, proposed legisla- 
tion is best explained by people who are 
in the business. However, the constant 
presence at all times of someone famil- 
iar with legislative procedure is impera- 


opposition and with the state insurance 
department. It will be necessary to 
make a summary of existing licensing 
requirements within a state to high- 
light the deficiencies when compared to 


the N.A.L.U. bill. It 1S__ valuable tO tive for success. If it is impossible to 
determine what other professional and cet the assistance of company legisla- 
en ational groups po ogg = ge tive counsel and if no one or more life 
ilready had eva age yills oe le . underwriters are familiar with legisla- 
— tasks should be accomplished by jive procedure and cannot be present at 
Jan. all times, retention of legislative counsel 


This might cost 


might be considered. 
When considering 


Gaining Insurance Solidarity } 
from $200 to $10,000. 








Between February and June it is d ; ; 
Bein ’ eee: the employment of legislative counsel 
recommended that the association get pS ees R Netball Mh gape 
. : = . reme cy : ra 
about the task of gaining the support ‘MUSE De eh <ahe Weiee ioe 
of all segments of life insurance. This !@!" for one or two life underwriters to 
includes clearance by state and local have to bear individually the cost oi 
associations, endorsing passage of such time lost, postage, telephoning, mimeo- 
a bill and the meeting with company graphing, etc. which can run from 
officials. The general agents associa- $1,000 to $3,000 or more. 
tions should be won over. The recommendations stress that the 
\vout this time, the state association grass roots file should continue to be 
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developed by sending letters explain- 
ing the purpose of the bill in simple 
language to every member of the state 
association or to a selected group. These 
letters should include a card, which 
can be filed without copying, to be re- 
turned by the addressee to show how 
well he knows the legislator and his 
belief as to the legislator’s reaction to 
the proposed bill. 

Mr. Hallett’s compilation recommends 
that the proposed draft of the bill to 
be introduced be checked with the state 
legislative reference librarian or the 
state legislative draftsman. 

It is further recommended _ that 
some member of the group sit down 
with the commissioner as early as pos- 
sible and go over the bill line by line. 
At this meeting there should be a 
company representative, from the gen- 
eral agents groups. The state associa- 
tion should be prepared to assist the 
commissioner on some other phase of 
legislation he desires. “He may have 
too small a budget; he may be handi- 
capped by other statutory rules; he may 
have to be completely sold on the need 
for the bill. Remember it means more 
work for him and he needs your help,’ 
the memo advises, 

Gives Word of Caution 

Here the headquarters staffer injects 
a caution. Pointing out that the bill 
should relate strictly to life insurance 
in order to avoid having to clear it with 
other groups whose business differ, 
some very embarrassing situations have 
occurred where all licensing was Jumped 
under one Dill. 

Necessary steps should be taken to 
familiarize the governor with the need 
for the bill, so he will approve it. 

According to Mr. Hallett’s time table. 
the legislative phase should be reached 
by January of the following year. The 
legislative procedure should be well 
known including how bills are intro- 
duced, what happens to them, ete. 

A brief should be prepared with suffi- 
cient mimeographed copies so that each 
member of every committee the bill 
must pass has one plus one for each 
important clerk or secretary. A one 
page statement should be prepared as 
to the purpose of the bill. Legislators 
have little time and lots of reading. Ac- 
cording to the Hallett prospectus, a 
“grandfather clause” to protect all pres- 
ently in the business may be necessary 
to obtain consent. A delayed effective 
date may be necessary for the same 
reasons. 

Watching the Technicalities 


It should 


be determined whether it 
is necessary to have the bill introduced 
in both the house and the senate. A 
log jam in one house might delay one 
bill, the other can thus forge ahead. 

Back to the continuous necessity for 
grass roots tactics. each contact should 
write a letter to his legislator in his own 
words telling about the bill or should 
telephone or the legislator  per- 
sonally. 

“The final advice is, “plan who will 
be on hand in the legislature during the 
entire time. One person cannot do it 
all. Cooperative action is imperative. 
Qualification. bills have failed in the last 


sce 


two hours of a legislative session, when 
there was no real opposition to them, 
just because they were not watched. 


The bill must be tollowed through every 
step of the legislature and right to the 
governor's desk. 


Don’t Forget the Governor 


3e sure someone contacts the gov- 
ernor so that the bill, once passed, will 
not die for lack of his signature in time. 
Many of these recommendations were 


drawn from the successful experience 
of the Wisconsin association which he 
heralded as the only state to pass a 


qualification bill which was close to the 
N.A.L.U. model. He introduced Rome 
Vetter, Continental Assurance, Madison, 


Ist es. 


and several other members of the state 
group who described how they did the 
job. 

They reported that in Wisconsin, the 
state association ran into Opposition 
from the general agents and had very 
faint support from those companies 
with large numbers oi part time agents, 
However, they discovered how powerful 
a well organized state association can 
be with a legislature. 

It was brought out that state legis- 
lature committees need to maintain con- 
tinuity, running through several state 
administrations, if this is necessary to 
finish a long range job. 

Financing a legislative program js 
often necessary. The _ best solution 
for legislative financing was offered by 
Orson Kelly of Boise, who reported 
that the Idaho association increased its 
dues for legislative purposes. Local 
dues are $12.50, including $4.50 for the 
state and $2.50 for a legislative fund. 


How Not to Woo Solons 


Chairman Moss opined that dinners 
for legislators may be tiresome for the 
solons and cited one instance where a 
Ss: congressman said he would far 
rather talk for a few minutes with one 
intelligent representative of an associa- 
tion than to attend a drawn out dinner 
and hear a number of tiresome speeches, 

R. L. Walker, Peninsular Life, Or- 
lando, reported that Florida raises 
legislative money by selling sustaining 
memberships at $10 per throw. 

A representative of another 
which was. successful in 
during the past year, Larry 
executive secretary of the 


state 
legislation 

Jackson, 
Pennsyly ania 


association, recounted how his associa- 
tion was able to get through a group 
definition close to the model bill. He 
said that the Pennsylvanians came to 
the conclusion after trial and error that 
it is far wiser to kill existing legisla- 
tion where possible and attempt to 
have a whole new law passed than 
to try to patch up some measure already 


on the books. The Pennsylvania method 
was similar to the Wisconsin metlrod 
in that individual contacts by agents 
of legislators were responsible for suc- 


cess. 
Allegations Are Made 


There were several who 
some uniform attention be given by 
N.A.L.U. headquarters to setting up 
standards for fighting savings bank life 
insurance and = investing companies 
posing as life insurance companies. It 
was charged in connection with the 
latter activity that the “syndicates are 
using our product as a come-on to sell 
shares.” The insurance company which 
cooperates on several such deals was 
accused of giving agents’ commissions 
to the syndicates. Such activity is now 


asked that 


going on in 28 states. 

E. J. Schmuck, general counsel of 
Acacia Mutual and former N.A.I 
general counsel, rose to say that these 


In some cases 
can be 
counts. 
tough, 
sue 
who 


syndicates are vulnerable. 
they have misstated facts or 

gotten on premium tax evasion 
He warned that such outfits are 
however, and will not hesitate to 
for slander and libel any agent 

misrepresents facts about them. 


was almost robbed 
the Lone Star state 
strike held up travel 
on the Missouri Pacific. Some Texans 
had to fly, but all of them eventually 
got through. As one member of the 
Texas contingent which traveled on 
the MOPAC put it, “Once a Texan 
sets out to somewhere he gits 


there! 


convention 
ot the zip from 
when a railroad 


The 


go 


Winifred Pickering, an agent from 
loronto, motored down to Cincinnat! 
to attend the Women’s Quarter Million 
Dollar Round Table meet. She com- 
mented that one of the big reasons 
Canadian girls love to come down to 
the states to conventions is to shop. 
She intended to do the Cincinnati stores 
before pointing the nose of her car 
back northward. . 
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Is t Day 


Muchnes Bestows 
C.L.U. Progress 


previous records in sev- 
eral important particulars, American 
College attained new highs of achieve- 
ment in the college year 1948-1949, Dr. 
president, stated in his 


Surpassing 


Ss. S. Huebner, 
report at the annual meeting of the 
trustees at Cincinnati Tuesday. 


substantial financial 
progress, the satisfactory installation of 
the college in its new home in Phila- 
delphia, and a new high of 341 persons 
who completed the entire series of 
~L.U. examinations of the college in 
1949, This brings the number who have 
completed the examinations to 3,590. Ot 
this year’s class, 289 have completed 
the three-year experience requirements 
and are eligible for the C.L.U. designa- 
tion. 

Another 5,507 additional candidates 
have credit for the successful comple- 
tion of one or more of the five C.L.U. 

A total of 9,097 candi- 
thus demonstrated their 
examination in all or 


He reported 


examinations. 
dates have 
knowledge by 


some parts of the prescribed C.L.U. 
program. 

Results of 1949 Examinations 
Candidates numbering 2,967 took 


examinations at 148 educational 


C.E.U. ucat l 
the District of 


institutions im 44 states, 
Columbia and Hawaii in June, 1949. 
The number of candidates compares 
with 2,885 in 1948, the previous banner 
year, and 1,746 in the pre-war record 
year of 1939. 
" There was, however, a falling off in 
new candidates in 1949 compared to the 
years immediately following the war 
period, and new candidates in 1949 to- 
taled 1,264 as compared with 1,494 in 
1948, the record figure of 1,655 in 1947, 
and 260 in 1944, the low of the war 
period. The 1947 and 1948 totals were 
extraordinarily large, owing to the ava- 
lanche of new G. I. candidates. 
Therefore this year’s reduced enroli- 
ment of new candidates should not in 
any sense be interpreted as a trend, but 
rather as a temporary situation, Dr. 
Huebner pointed out. It is hoped, he 
said, that C.L.U.’s, agency management 
and home office officials will cooperate 
with the American College to correct 
this situation, and to resume the long- 
time trend of increasing enrollment. 


Emphasis on Four-Year Program 


Or the 3,944 examinations taken 
38.6% were passed. This compares to 
64.7% for 1948, and 59.9% for 1939. 

There was also a ccnitineation of the 
emphasis on the four-year installment 
program of study for the C.L.U. desig- 
nation. Only 21 of the 3,967 candidates 
undertook all five examinations in 1949. 

Of this year’s 251 study groups in 
152 cities, both new highs, 131 groups 
were conducted under collegiate spon- 
sorship either solely or jointly. 

As in previous years, the director of 
the college’s educational advisory de- 
partment made every effort to service 
the numerous study groups. He again 
received the hearty cooperation of the 
college alumni group, American Society 
of C.L.U., its chapters and officers. 


Regional Conferences Held 

The officers of the college also did 
everything possible to cooperate. Num- 
trous articles were prepared. Visits 
were made to home offices of various 
companies and to universities and col- 
ieges. During the year the college con- 
ducted regional conferences at “Dallas, 
Atlanta, and Columbus, O., for study 
group teachers and local C.L.U. key 
men, 

The need for publications to round 
out C.L.U. text material has been ap- 
parent from the inception of the Amer- 
ican College. During the past year the 
college has completed a series of nine 
brochures for use with C.L.U. study 
supplements. In addition the five C.L.U. 
study supplements have been brought 
up to date. 

“For this year’s results,’ 


’ Dr. Huebner 
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said concluding his report, “the trustees 
and officers of the college express their 
thanks for the effective 
received from the officers American 
Society of C.L.U., from CLU. chapters, 
individual C.L.U.’s throughouut the 
country, and from the officers of home 
offices. ‘They are too numerous to 
mention by name. 

Effective Cooperation Given 

“Much of this year’s record is also 
attributable to the college field service, 
under the direction of John P. Williams, 
director of the educational advisory de- 
partment, and the very generous help 
of the many study group leaders. 

“With the help of all the above 
mentioned friends, the college will make 
every effort to pursue further the 
three-fold program of field procedure 
referred to in last year’s annual report: 
(1) To promote enrollment of candi- 
dates in study groups by October, (2) 
to ‘emphasize the securing of new 
candidates on a selective basis, and (3) 
to revive to the fullest extent the list 
of condidates who have lapsed in the 
continuation of their C.L.U. examina- 
tions.” 


Prudential Has Premium 
Return Juvenile Policies 


Prudential now has available for issue 
in New York state return of premium 
juvenile policies. If the child dies be- 
tore age 10, the death benefit will equal 
the total premiums paid with 3% com- 
pound interest. In event of death on 
or after such anniversary, the policies 
provide for payment of the f face amount. 
These policies may be written for larger 
ultimate amounts than are 
available under the graded benefit poli- 
cies at ages 0-4 and the level benefit 
policies at age 5-9 and may be used only 
where the individual circumstances do 
not permit the writing of a current 
graded benefit or level benefit policy. 





Annual premiums anion Waiver 
disability benefit effective age 5, for the 
two available plans are: 

Li 20 Life 20 

Pd-Up Pay. Pd-Up Pay 
Age At65 Life Age At 65 Life 
0 $14.23 $24.60 5 $15.65 $26.55 

1 14.46 9 24.91 6 15.90 = 26.83 
2 14.75 25.30 7 16.18 27.14 
$ 15.04 25.71 8 16.47 27.48 

t 15.34 26.12 9 16.79 27.83 

3ullocks, Inc., 7 os Angeles’ largest 


department store, has placed directly a 
$15 million 15-year 3% note with the 
New York Life. 

Philadelphia-United Life has been 
licensed in Delaware and the District of 
Columbia, in addition to Maryland and 
its home state of Pennsylvania. 
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"ON TIME’ FINANCIALLY? 


In living as in traweling, reaching a given 
point at a specified time is the direct result 
of careful planning. Those without a plan 
seldom make the train . others travel 
miles without destination. The trip is most 
rewarding to the traveller who knows his 
ultimate objective ... who plans carefully 
and reaches each way-station on schedule. 


The underwriter who plans lifetime goals 
for his clients, sets a path of achievement 
for himself. Today, 81° of Fidelity’s 
foremost underwriters use Fidelity Per- 
sonal Estate Plans to keep their clients 
and themselves “on time” financially. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 





from 


and Managers 


GREETINGS TO THE 
CINCINNATI CONVENTION 


National Association of Life Underwriters 


Newark Outstanding General Agents 


J. BRUCE MacWHINNEY 


General Agent for New Jersey 


Zz. esa a 
Pa INSURANCE COMPANY 
00 Boeren. Mamaen~usirrs 


Newark MArket 3-291 


9 Clinton St. 





Newark 2, N. J. 


WILLIAM R. BEARDSLEE AGENCY 


L. E. GROELL. Brokerage Manager 


The Lincoln National Life Ins. Co. 


31st Floor Raymond Commerce Bldg. 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


C. THURMAN. General Agent 


744 Broad Street, Newark 2. N. J. 





General Agent 


1186 Raymond Boulevard, 
MArket 2-0360 





C. VERNON BOWES 


New England Mutual Life Insurance Co. 


Newark 2, N. J. 





THE NEWARK AGENCY 
Serving Northern New Jersey 


The Prudential Ins. Co. of America 
Home Office—Newark, N. J. 


CHAS. W. CAMPBELL, C.L.U., Mgr. 
JOHN J. PLUMB, Assoc. Mer. 
Suite 1115, 744 Broad St. 


Phone MA 3-2990 Newark, N. J. 
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Women 


Sesiletion in Technical Field 


(CONTINUED ON PAGE 17) 





I believe that they make a greater effort 
to sing your praises to their associates 
—who may also be prospects. I don’t 
know whether it’s because they are 
more impressed by a woman in a tech- 
nical field, or whether they want to 
amply justify their position in having 
selected you to install their plan, but 
it works to our advantage just the 
same.” 


Must Build Reputation 


A woman going into the pension field 
should build herself a reputation of be- 
ing the best informed underwriter in the 
area on pensions, and once she has 
done that her services will be sought 
by other agents in her state. “My gen- 
eral agent has helped me immeasurably 
by telling agents and brokers of the 
work I was doing and inviting them to 
discuss their potential cases with me,” 
Miss Burns said. “He has pointed 
out to them that the agent who has 
only a few prospects in his territory 
is foolish to spend the time required 
to handle them when he may not sell 
one at all, when he can use his prestige 
with the firm to carry me in to do the 


actual selling and installation on a split 
commission basis, thus freeing him to 
go on with his regular business.” 

She believes that a woman has a very 
distinct advantage over her male com- 
petitor in one respect. The natural, in- 
born courtesy with which the average 
man of culture treats any woman will 
make him give her a hearing which he 
might refuse a man under the same 
circumstances. Never, never, must she 
give him the idea that she is trying 
to capitalize on that point, but it is 
there just the same. Eccentric executives 
who enjoy blustering at a man will be 
ashamed to be rude to a woman. Once 
she has their confidence she can get a 
little closer to them—they will discuss 
more freely with her problems in per- 
sonal relationships — particularly with 
reference to women employes, for they 
feel that she has a greater understand- 
ing of them. All in all, the woman who 
has proved that she has a_ superior 
knowledge of her field and has proved 
her ability to solve their problems, will 
build for herself, in the esteem of her 
clientele, a place that cannot be entered 
by anyone else. 





TAX INSURANCE 


Alberta M. Light, supervisor, women’s 
division of National Life of Vermont 
at Detroit, said that when she entered 
the business the first situation she had 
to face was the time element, just so 
many hours, weeks, and years in which 
to make a success or flop. 

The easiest market for her led her 
into the field of the higher income 
brackets. This meant she had to be 
equipped to talk investments, business 
insurance, and taxes. Then she had to 
find the easiest method to get the ap- 
pointment because there was no time 
to waste. 


Ready to Discuss Taxes 


Finally, what she said and did after 
she got the appointment had to count. 
Mr. Prospect had to be a busy man in 
her thinking, and she probably had only 
10 minutes to make the necessary ap- 
proach, get the facts, arrange a second 
appointment, and build confidence. The 
first step toward getting the facts about 
a man’s affairs and building confidence 
was to develop a simple probe ending 
with the final question, “Have you dis- 
cussed your tax situation with anyone 
recently?” 

The average man does not like to 
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face the fact that he will die. It is always 
someone else down the street or in the 
next office, but he will discuss taxes 
because he realizes what is happening 
to his income. That is why life insurance 
people must use skill in getting the 
tacts about a man’s personal affairs, 

At the present time the possibilities 
under the new tax law for life insur- 
ance sales stem chiefly from the reduc- 
tion in personal income taxes. Prospects 
simply have more net take-home pay 
available for spending, investment and 
life insurance. 

The individuals with investment in- 
come are ordinarily in the higher jn- 
come brackets. It is in this group the 
agent will find his prospects. She sug- 
gests that a portion of the income tax 
savings be used to purchase new life 
insurance. For example: 


Taxable Tax O.L. 
Age Income Savings Buyable 
45 $15,000 $1,126.50 $28,613 
50 25,000 3,045.66 63,850 


The extra $600 exemption for persons 
age 65 is a factor that can be used 
when selling retirement income in- 
surance, pension plans, and annuities 
as there is more net after taxes than 
before. 


Buy Insurance on Wife’s Life 


Another sound sales plan is to use 
the income tax savings to purchase life 
insurance on the wife’s life for an ex- 
ecutor’s fund when planning her estate. 

Under the gift tax law, a husband 
can now decide to give his minor son 
$6,000 a year from his own property. 
This gift could be regarded as (by 
securing the wife’s consent) a gift of 
$3,000 from mother and $3,000 from 
father. They are both entitled to annual 
exclusions of $3,000 a year (assuming 
no future interests) and a tax return 
is not required. The annual premium 
life insurance is fitted ideally to the 
gift making program. 

The estate tax law offers a new op- 
portunity to render service. The tax 
is reduced provided the estate owner 
makes plans to take advantage by the 
marital deduction. Prospects who in the 
past refused to buy because the goal 
seemed too difficult will consider pur- 
chasing insurance to cover taxes which 
have thus been reduced. However, the 
marital deduction is lost and the estate 
may be jeopardized if the spouse does 
not survive. 


Maintain Proper Proportion 


The important point to be considered 
is the amount of life insurance in proper 
proportion to the remainder of the gen- 
eral estate. Suggest striking a balance 
between general property and life in- 
surance. The proportion can probably 
be determined by deciding how much 
guaranteed income the family should 
have. 

It is easy to say, “Mr. Smith, have 
you considered your approximate actual 
savings in the tax of 1948 over 1947?” 
Having the chart before the prospect 
showing the tax savings, he will auto- 
matically look at the bracket he is in. 
Then the underwriter is off to a fact 
finding. probe. 

In the early stages of their careers 
life salesmen are taught rightfully to 
make their thinking so fundamental 
that it will fit 75% of the circumstances 
that they meet, and to leave the other 
25% for others to close. 

People of substantial means have 
seen and heard all of the orthodox 
methods and have probably bought in- 
surance to cover these needs. If they 
are to become interested, it is because 
someone will present the idea that 1s 
unusual. 


Cure For Every Financial Problem 


“We will get at this only by a probe 
and an ability to disturb, plus a deep 
conviction within ourselves that for 
every financial problem there is a life 
insurance cure,” Miss Light said. 

The salesman must have the know- 
ledge of the wide variety of problems 
with which men of means are con- 
fronted—investments, income-tax, gift 
tax, estate tax. Even those who have 
the fundamental knowledge of taxes 
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often find it difficult to get the prospect 
to commit himself. 

“If the underwriter is going to help 
his prospects and policyholders they 
must first give you complete informa- 
tion. You should know, and have a right 
to insist upon having, all the facts 
regarding their general estate as well 
as their insurance estate. 

“There are various methods. One 
that is especially good is the one where 
the questions are arranged in such a 
way that there is an automatic revela- 
tion of the existence of a problem. This 


method also creates the disturbance 
of mind desired in the client. There 
are 57 questions that need to be 


answered only on a yes or no basis by 
the prospect.” 


Chart to Show Shrinkage Factors 


Another method is a chart showing 
factors that cause shrinkage on estates 
of from $25,000 to $5,000,000, also show- 
ing the savings when the marital de- 
duction is used. The chart idea was 
used recently when discussing a partner- 
ship case— the buy-and-sell-agreement. 
The prospect suddenly pointed to the 
$2,000,000 table and exclaimed, “Is that 
$2,000,000?” “Yes, and that is the 
shrinkage,” replied the salesman. The 
prospect said, “Oh, that can’t be!” The 
agent knew a new case was born. How- 
ever, it is up to the salesman to disturb 
them to the point where they recognize 
the existence of a problem and wish to 
solve it. One must stick to the problem 
and not talk solution before the pros- 
pect is fully motivated. 

“Some underwriters feel that an ex- 
pert should be called in; if you feel 
that way by all means use that method! 
If your prospect is disturbed sufficiently 
you can ask this question, ‘Do you pre- 
fer to take these facts to my attorney 


or yours?’ When this question was 
asked in a recent case, the prospect 
mentioned his attorney’s name. The 


underwriter said, ‘You are to be con- 
gratulated in having Mr. Jones. Please 
call him for an appointment and I will 
arrange to go with you. Whatever he 
recommends we will act upon.’ The 
appointment was made.” 


Many Women Possible Prospects 


At this point, Miss Light suggested 
considering how important it is to be 
thinking of the women who are possible 
prospects. The United States is the 
wealthiest nation in the world, and the 
majority of that wealth is controlled by 
women. It is reported, for instance, 
that 50% of all invested capital in this 
country is held by women. And it fol- 
lows that a very high percentage of the 
expenditure of money is made by wom- 
en. Investments and investment prob- 
lems, therefore, are important to women. 
“Let us not overlook this market! For 
example, the chart showing the estate 
shrinkage used in the partnership case 
mentioned previously, developed into the 
following: 

“A grandmother purchased 10-pay- 
ment life on a daughter, three grand- 
children and one great-granddaughter, 


the annual premium on each being 
$3,000. The partnership is still to be 


written.” 

She cited with approval the attitude 
of Sambo, who was asked: “Sambo, 
how do you do your work so good and 
do it so fast?” ‘Well, boss, ah sticks 
de match ob enthusiasm to de fuse of 
emergy an’ jes nacherly explodes, ah 
does.” She added: “The fact that there 
is a life insurance solution to every 
financial problem that is better than any 
other way creates my enthusiasm. When 
we have the information and approach 
the problem with that conviction we can 
find the solution with life insurance as 
the key.” 





KEY MAN INDEMNITY 





Charts of salaries, as well as of cost 
of living, for the last few decades have 
shown continuous upward curves, Eva 
N. Walters, Prudential, Charlotte, N. C., 
stated. The lines are now converging, 
with the difference between the two 
rapidly decreasing. One of the causes 


of this dwindling surplus is ever-mount- 
ing taxes, especially income taxes. 

On the higher income level, a sub- 
stantial increase in salary means only a 
few more spendable dollars. Mr. Key 
has an annual net income of $18,000 a 
year, which puts him in the 50% in- 
come tax bracket. A $5,000 increase 
would place him in the 59% bracket, 
netting him only $2,560. 

In these cases, she said, a deferred 
compensation plan for key men or cor- 
porate officers proves preferable to an 
increase in salary. 


More Reaching Age 65 

Turning to another phase of our econ- 
omy, we know that in 1945 the number 
of people living to age 65 had increased 
since 1900 by 228%. It is estimated by 
1960 one out of every 11 will have 
reached age 65. We also know that to- 
day out of every 100 men age 65, nine 
are financially independent, 34 are still 
struggling, and 57 have given up, hope- 
less failures, living on relatives or 
charity. This presents two problems: 
More people are living to age 65 and 
only 9% of our oldsters are financially 
able to enjoy retirement. 

_By the time Mr. Key reaches age 65, 
his retirement may be a compulsory 
condition of employment. With shrink- 
ing difference between outgo and _ in- 
come, it becomes more difficult to ac- 
cumulate income-producing investments 
to replace earning power after retire- 
ment. The solution can be found in a 
deferred compensation plan, which is 
nothing more than key man insurance 
with a new hat. 


Essentials of Deferred Compensation 


The employment agreement of this 
plan must preclude any misunderstand- 
ing. Some essential provisions are: 

1. The employer agrees to pay all, or 
part of the employe’s salary for life, or 
a certain period, beginning at a certain 
time. 

2. The employe forfeits all benefits if 
employment terminates prior to retire- 
ment due to employe’s resignation or 
dismissal with just cause. 

3. The employe’s benefits vest after 
retirement or discharge on condition that 
the employe remains available for con- 
sultation, that he desist from entering 
actively or investing capital in competi- 
tive business. 

4. All benefits are to be paid by the 
employer in installments. 

5. In case of death of the employe 
after retirement, unpaid installments 
may, or may not, be continued to the 
widow. 

6. If death occurs prior to retirement, 
some or all benefits may, or may not, 
be paid to the widow. 


Insurance Adds Stability 


Stability and security are added to the 
plan by the purchase of life insurance. 
The employer may prefer to exclude the 
widow and use the proceeds, prior to 
retirement, as indemnification for the 
loss of a valued employe. 

Miss Walters suggested looking at the 
mathematics of a plan for Mr. Key, age 
45, with retirement income for 10 years, 
beginning at age 65. (All figures are 
approximate and it is presumed that the 
current tax law will remain unchanged.) 

As previouslffiy stated, a $5,000 salary 
increase would advance Mr. Key to the 
59% income tax bracket, netting him 
only $2,560. If he used the entire 
amount, he could purchase $51,000 en- 
dowment at age 65 which would pro- 
vide an income at retirement of $5,600 
a year for 10 years. 

Since the increase in salary, a de- 
ductible expense, would be taken from 
the profits which are subject to 38% 
corporate income tax (if earnings are 
over $50,000), the net cost to the or- 
ganization would be $3,000. 


Effect of Buying Endowment 

In lieu of the salary plan, the cor- 
poration could use this $3,000 as de- 
ferred compensation, purchasing $60,000 
endowment at age 65. 

If Mr. Key dies before reaching age 
65, the Ajax Corporation receives 
$60,000 tax free. If he lives to age 65, 
the corporation will receive in payment 





a net total of $63,000, after deduction of 
a small interest income tax. 

The corporation pays the retired Mr. 
Key $10,000 a year for 10 years, which 
subject to the 38% corporate tax, leaves 
a net cost of $6,200 a year, approxi- 
mately the same amount as that re- 
ceived from the insurance company. 

In other words, the corporation can 
invest the same number of net dollars 
in a deferred compensation plan in- 
stead of a salary increase, which will 
give Mr. Key $10,000 a year for 10 
years at age 65, instead of the $5,600 
which he could purchase. 


Cost Might Be Less 


Both plans would cost the Ajax Cor- 
poration $60,000 if Mr. Key lived to age 
65 and 10 years beyond. If, however, 
Mr. Key died during the 10 years or 
prior to retirement, the cost of the de- 
ferred compensation plan might be less, 
contingent upon payment to the widow. 

It should be remembered that the 
salary plan would give Mr. Key $51,000 
personal insurance. To overcome this 
difference, if it becomes an objective, 
the widow may be included in the agree- 
ment. ; 

If benefits are paid to her, these are 
deductible as business expense. If it is 
in fulfillment of a contractual obliga- 


tion, the benefits are taxable to the 
widow; otherwise, they are considered 
gratuitous and income tax free to her, 
but remain a deductible expense to the 
corporation. 

On a properly drafted plan, Mr. Key 
pays no income tax on the premiums. 
At retirement, when his income is nat- 
urally less, the benefits are taxable as 
income each year. 


Danger Spots Are Noted 


Several danger spots should be noted. 

1. The employe must have no vested 
right during employment, and the re- 
tirement benefits must be forfeitable 
under certain conditions. 

2. The plan should not be established 
through a reduction of present salary. 

3. The plan will not prove bona fide 
between an employe and the corporation, 
his alter ego. 

4. The insurance proceeds must be 
paid to the employer who, in turn, pays 
the employe in installments. 

5. Caution should be used to prevent 
the conditions of forfeitability at retire- 
ment from nullifying social security 
benefits. 

“In conclusion,” Miss Walters said, 
“the plan has all the advantages to the 
employer of key man indemnity insur- 
ance, and more.” 
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in South Carolina 


out of every dal policies 
are Liberty Life Policies! 


In its home state of South Carolina, Liberty Life 
leads all life insurance companies with insurance 


in force of $293,644,371. 


This amount is dis- 


tributed among more than 690,000 people, or 
nearly two out of every five persons in South 





Carolina. 


During 1948, more than $2,400,000 in 


death claims and cash benefits to living policy 
owners was paid out in South Carolina. 


This remarkable acceptance by its home state 
market is a unique endorsement of Liberty Life’s 


methods and policies. 
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Scope of Activities Is Clarified 


(CONTINUED FROM PAGE 


4) 





so stated, there would be no objection 
to correspondence with individual com- 
panies or management associations. In 
the field of federal or state legislation 
joint activity with management groups 
looking to the betterment of the profes- 
sion is properly within the terms of the 
settlement agreement. In the field of 
education of underwriters, there can be 
no objection to joint activity with man- 
agement groups. There need be no 
change in your publication, “Life Asso- 
ciation News,” either in advertising, edi- 
torial or news content, form or policy. 


Three Danger Areas 


“Without attempting to enumerate all 
of the various things the association, as 
a professional organization, cannot do, 
we do wish to point out that the asso- 
ciation should remain away from the 
distinguishable marks of a labor organi- 
zation acting as a bargaining agency 
ior its membership, either in part or 
as a whole. In general the association 
nmlay espouse any policy it desires; how- 
ever, the real danger would lie if the 


association attempted to implement or 
effectuate such policies as the following: 


The association cannot represent 
any or all of its members in dealing with 
a company or management group con- 
cerning wages, hours, working condi- 
tions or any comparable type of matter. 

“2. The association cannot in any 
manner advocate or sponsor agents’ as- 
sociations within companies, irrespective 
of circumstances. 

The association cannot urge 
make recommendations to any specified 
company or management group concern- 
ing wages, hours, working conditions, 
or any comparable type of matter, or 
name or single out in these fields indi- 
vidual companies or management groups 
in committee reports or publications for 
comment, either laudatory or derogatory. 


or 


“Basis Desired by Founders” 


“Tt is our feeling that the settlement 
agreement will tend to place the associ- 
ation in the exact basis desired by its 
founders, namely, that of a professional 
organization. Many borderline ques- 
tions will undoubtedly arise immediately 
as to the effect of the settlement agree- 
ment on the association’s work. We 
urge that any such questions be sub- 


LOOKS GOOD TO US 





With over 400 million dollars of insurance in 
force, American United is about 64th in a 
list of over 500 insurance companies. Is that 
good? We think it is, because we have all the 
advantages size can give: a good distribution 
of risks, the ability to employ top-flight 
talent in the Home Office, the opportunity 
to take advantage of operating economies, a 
portfolio of investments large enough to be a 
factor in the market, without the problems 
of investing huge sums in a low-interest 
market. Yet, American United is small enough 


to be close to its agents and policyholders, 


» small enough to know every tree in its forest. 

























AMERICAN UNITED LIFE INSURANCE COMPANY 


HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST, 


INDIANAPOLIS, INDIANA 
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Above—Wilfrid E. Jones, N.A.L.U. director of publications, flanked by Alexander E. 
Wilson (left) and G. Maynard Smith, of Wilson, Branch & Smith, Atlanta labor rela- 
tions law firm that represented N.A.L.U. in the recent NLRB case. 

Below—W. Henry Blohm, Provident Mutual, Cincinnati, chairman of the local com- 


mittee; C. 


Vivian Anderson, Provident Mutual, a member of the local committee, and 


Thomas Strange, Ohio National Life, vice-chairman of the local committee. 


mitted to us for individual study and 
opinion, and by this means we can set up 
at least a few guide-posts for the future.” 


The letter also stated that, within the 
agreement: 
“You may continue to support and 


maintain the principle of legal reserve 
life insurance; to educate the public 
concerning legal reserve life insurance 
and its uses; to promote and encourage 
higher standards within the profession; 
to educate your membership in the 
knowledge, use, promotion and applica- 
tion of your product; to provide, through 
local associations, for community serv- 
ice; to promote friendships both for 
social and business purposes, and to pro- 
mote the best interests of legal reserve 
life insurance through the molding of 
public opinion, through cooperation with 
other professions, and through the in- 
stallation of good will in the minds ot 
the public. 

“The educational, legislative and re- 
search work can be performed by your 
association alone or in concert with any 
other groups, so long as the association 
remains in the category of a professional 
organization. The March Miami mid- 
year meeting made it clear that it is and 
always was the association’s desire to 
remain a professional organization.” 


Changes in Election 
Procedure Are 
Turned Down 


The proposal of Watertown (S. D.) 
Life Underwriters Assn., to amend the 
national by-laws so that trustees 
would be elected by districts and that 
all national officers, including trustees, 
would be elected by mail vote was dis- 


approved by the committee on by-laws, 


whose action was supported by the 
trustees. Carlton W. Cox, Metropoli- 
tan, Paterson, N. J., chairman, pre- 


sided at the meeting of the committee.. 
The Watertown association's viewpoint 
was presented by A. S. Mitchell, Min- 
nesota Mutual, national committeeman. 

Amendments to the by-laws should 
not be made hastily, the committee ob- 
served. The proposed amendment to 
change the election of officers and trus- 
tees from the convention to the council 
has been under consideration for more 
than a year. 


Warns Against Haste 


Appointment of a special committee 
to report at the midyear meeting in 
March, 1950, was recommended to 
amplify the procedure for submission 
of amendments, including study of the 
advisability of requiring a greater num- 
ber than one member association to 
propose amendments. A memorandum 
was submitted to the by-laws commit- 
tee by J. B. Hallett, general counsel, 
outlining a minimum number of changes 
the proposals would entail in the by- 
laws. 


Brooks Heads S. F. Chapter 


Stanley B. Brooks, assistant manager 
of Guardian Life at San Fran. ‘sco, has 
been elected president of San Francisco 
C.L.U. chapter. Aubrey Lee, New Eng- 
land Mutual, is vice-president; Roy 
Phelps, Mutual Benefit, secretary, and 
Arthur Hemphill, Equitable Society, 
treasurer. 

Directors are Leonard White, North- 
western Mutual; Ray Deston, John Han- 
cock Mutual, and Walter Lennox, New 
England Mutual. Hugh Davy, Home 
Life, is national director. 
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Year’ Ss Events Have Strengthened N.A.L.U. 


(CONTINUED FROM PAGE 4) 





We cannot attempt to implement the 
work of any of our committees through 


efforts to have individual companies 
adopt recommended procedures. We 
cannot as an association urge com- 


panies to extend social security cover- 
age to agents through a re- -definition of 
their status. The major work of this 
association throughout the years has 
Jain in educational channels, in the work 


of our law and legislative committees 
poth state and aat in the promo- 
tion of local, state and national meet- 


ings for the fellowship and improve- 
ment of ourselves as individuals and 
through the promotion of such organi- 
zations as the Million and Quarter Mil- 
lion Dollar Round Tables, National 
Quality Award, etc. In all of these 
activities, and in many others of kindred 
nature, We may continue our endeavors 
for the benefit of all life insurance field 
men.” 

Mr. Orr pointed out that he was 
offering no criticism of labor organiza- 
tions nor condemning those who belong 
or wish to belong to such groups. 
Within the present N.A.L.U. member- 
ship are many who likewise belong to 
a labor organization. The lines have 
been clearly defined as to the activities 
in which N.A.L.U. may continue to 
engage as a professional trade associa- 
tion, and the individual will determine 
the future course of the organization. 
The members of each local and state 
association electing representatives to 
the national council now have added 
responsibilities. 


Must Screen Officer Candidates 


“It is now more important than ever,” 
he said, “that if you wish this organiza- 
tion to continue to function in accord- 
ance with its historical and re e-affirmed 
professional activities, then it is in- 
cumbent upon you to elect council and 
board members who will carry out that 


policy. It is more important than ever 
peel that each candidate who is pre- 
sented for membership on our board 
of trustees be carefully screened by both 
those who would promote his candi- 
dacy and by those who will finally cast 


the ballots to ascertain whether or not 
that candidate will perform according to 
the wishes of the membership.” 

There has been much discussion in 
late years regarding candidates for of- 
fice as to whether they are agents or have 
managerial responsibilities. All would 
welcome more agents who are com- 
petent offering themselves for service 
on the board, but Mr. Orr observed 
the title is not of utmost importance. 
What does matter is the philosophy and 
thinking of the candidate involved. 
“Will he reflect not only publicly but in 
meetings of the board ‘the policies you 


Wish this organization to pursue? This 
is a democratic organization and it is 
up to you to decide not only this year 


but in the years to come as to the type 
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of men and women that you wish to 
represent you in the governing bodies 
of our organization.” 

The National association 
with its state and local units is still, 
and must always continue to be, the 
parent organization, Mr. Orr empha- 
sized. While some may feel that within 
various divisions of the organization 
there is no need for the support of the 
parent, whether it be the Million Dol- 
lar Round Table, the American So- 
ciety, the Life Trust Councils or any 
other group, he pointed out that the 
destinies of the individual are still ma- 
terially dependent upon the whole num- 
ber of field representatives. If the gov- 
ernment can successfully lay claim to 
the necessity of federalizing the life in- 


together 


surance system, it will largely come 
about through ineffectiveness on the 


part of agents in supplying coverage to 
the entire body of citizens. For that 
reason, it is essential that every life 
underwriter, regardless of his status or 
main- 


interest in a_ specialized group, 
tain his interest and support of the 
parent organization. 


Recites Year’s Accomplishments 


Despite the many problems that this 
year has presented, Mr. Orr said, it has 
nevertheless been a year of accomplish- 
ments. Progress continue. to be made 
in the field of agents’ compensation 
through adoption by more companies of 
modern compensation plans, and great 
strides have been made in agents’ edu- 
cation. 

Mr. Orr remarked that he recently 
conducted research in connection with 
the results of a medium sized company. 
He found that in 1948 approximately 
1/3 of the new business written was on 
plans of insurance that 10 years before 
had not been available. The company 
had more than doubled its advertising 
budget in the tast 10 years and was 
cooperating in every way with its 
field men toward better performance. 
A modern and home office training plan 
had been installed and was being sup- 
plemented by financial assistance to 
agents. Whereas 15 vears ago but a 
relatively small percentage of its full 
time agents qualified for the quarter 
million club, now approximately 25% 
of its full time underwriters met these 
production requirements. Agents’ and 
general agents’ earnings are affected 
just as much, if not more so, by com- 
pany cooperation of this kind, Mr. Orr 
declared, as they are by specific rates 
of commission, although obviously these 
must be projected at a fair level. 

While 21 states regulate the issu- 
ance of agents’ licenses by requiring ap- 
plicants to meet satisfactory standards, 
it is disappointing that more states have 
not enacted adequate qualification laws, 
he said, adding that one of the major 
activities of N.A.L.U. should lie in this 
direction. 

Conditions in the field have improved 


ereatly in the past 25 years. Rebating 
and twisting are uncommon. To recite 
the many improvements in the field that 


Best Salesman One who 


Meets Customer’s Needs 
(CONTINUED FROM PAGE 18) 


sonally. Consequently, the salesman 
must blow off steam. Wise is the com- 
pany, he said, that provides in its per- 
sonnel organization some understanding 
persons, equipped to distill 
the sale$man’s grievances into thin air. 
The usual way to handle this is to try 
to make him swallow his gripes (bitter 
as they may be). 

“May I point out the universal need 
for an understanding ¢ ear, the need for 
someone who can listen and _ forget. 
Regardless of how it’s done, a provision 
must be made’ to drain off the sales- 
inan’s grievances before they are passed 
on or influence the salesman’s relation 
to his customer.” 


plage: or 





Charles J. Zimmerman, L.I.A.M.A., past president of N.A.L.U.; E. L. Reiley, Mutual 
Benefit Life, Philadelphia; John Marshall Holcombe, L.I “AM.A.. 1949 winner of John 
Newton Russell Award; Clancy D. Connell, Provident Mutual, New York, past presi- 
dent of N.A.L.U.; and Jul B. Baumann, Pacific Mutual, Houston, past president of 


N.A.L.U. 

have been accomplished within the past The organization has been truly suc- 
quarter century is unnecessary to dem- cessful and its usefulness is readily 
onstrate the achievements of N.A.L.U. apparent, he stated. 
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Revision of New York Section 213 Urged 


(CONTINUED FROM PAGE 9) 





and that this expense limit should not 
differentiate between the expenses per- 
mitted a company operating under a 
general agency or a branch office sys- 
tem. The net effect of this recommenda- 
tion would be to eliminate present dis- 
parities which exist between the ex- 
penses permitted under general agency 
and branch office companies. 

The committee recommends that a 
total company expense limit be retained 
but that the expenses included in this 
expense limit should, as indicated, elimi- 
nate all moneys paid to the agent of 
record for placing policies. 


Pensions and Benefit Plans. 


The committee strongly feels that 
home office employes and field men 
should be treated alike under the statute 
with respect to pensions, group insur- 
ance and other organized benefit plans. 
It is well known that home office em- 
ployes and other business men receive 
such benefits without a reduction in 
their salaries. It seems only reasonable 
that agents and other field men, who 
through long and meritorious service 
with their company, are entitled to 
these benefits, should receive them with- 
out a reduction in their bases of com- 
pensation as is presently required under 
section 213. 

The report reviews at some length 
the history of the committee’s work 
along compensation lines and the gen- 


eral principles already enunciated by 
N.A.L.U. 


The committee comments with favor 
on the “satisfactory conclusion” reached 
with reference to the recent NLRB case. 
“Our committee, naturally, was one of 
the committees chiefly concerned with 
this decision. While we have, at all 
times, felt that our approach to the 
problem of study and research on 
agents’ compensation has been our legiti- 
mate right, it was natural that some 
slight apprehension existed. We are 
pleased to note that our committee’s 
position, instead of being curtailed, is 
strengthened. It is not only the privi- 
lege of N.A.L.U.-to continue its research 
and promotion of sound compensation 
principles for the life insurance field 
forces in America, but under the clarifi- 
cation of the NLRB decision, it is now 
our definite right not only to continue 
and expand such research, but to join 
with any other group in the business in 
the promotion of such research.” 


Not Bargaining Agency 


It reiterates the statement made by 
the committee several times in the past 
that: “It is not the function of N.A.L.U. 
or of this committee to serve as a bar- 
gaining agency for groups or individuals 
with a company or companies on spe- 
cific contracts or commissions.” 





“Is this Earl Walker of Carthage, Mo.?” 









Plus sales for you, 
Mr. Walker, if 
you can answer 
this question! 


Q. 


A @ ‘Planolife is General American Life’s terrific 

ev; juvenile contract. It offers your child $1,000 of insur- 
ance per unit to age 21, jumps to $5,000 from then on, and 
provides a lifetime income or $5,000 cash at age 65. It’s just 


packed with sales appeal.”’ 


Mr. Walker should know whereof he speaks. A new man 
with the company, he has been one of the sales leaders on 
the Planolife contract since its introduction last year. 


PLANOLIFE? 


What's a 












Many other field associates have found it a real money- 


maker, too. 
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Above—Edwin W. Baker, John Hancock, Louisville; Mrs. Baker, and Lawrence 
Jackson, executive secretary of the Pennsylvania association. 

Below—Ewing Walker, Life of Virginia, Richmond; Jack Manning, executive man- 
ager of the New York City association; Joseph Charleville, executive secretary Los 
Angeles association, and Herbert R. Hill, Life of Virginia, Richmond, N.A.L.U. trustee. 








Little Prospect of Ending 
NSLI for New Entrants 


Little prospect for success in the four- 
year drive of N.A.L.U. to terminate the 
sales of National Service life insurance 
to new members of the armed services 
was reported by the committee on vet- 
erans’ affairs, John D. Marsh, Lincoln 
National Life, Washington, D. C., chair- 
man, At the beginning of the 81st 
Congress, it appeared likely that the de- 
sired result would be obtained in the 
armed forces pay bill, prepared and rec- 
ommended by the Hook commission and 
endorsed by the President. However, 
there were a number of factors that 
worked against the inclusion of the 
termination clause. 

There is now a bill in the Senate, in- 
troduced by Senator Tydings of Mary- 
land, providing for the termination of 


NSLI, but because of existing legisla- 
tive difficulties in Congress, it is doubt- 
ful — it will ever become a law. 

N. . U. members have gone be- 
yond ie obligation to the veteran in 
connection with NSLI and have sold 
him on the idea of reinstating, convert- 
ing and adding disability to his NSLI, 
also advising him as to the most appro- 
priate type of policy and actually effect- 
ing the proper beneficiary designations 
and settlements. 

It is emphasized that advice and coun- 
sel be given in the light of individual 
circumstances rather than considering 
all veterans in a group category. 

The committee recommends that it be 
renamed “committee on affairs of vet- 
erans and servicemen;” that efforts to 
terminate sale of NSLI to new entrants 
into the armed services be doubled, and 
that active liaison be maintained with 
the principal veterans’ organizations. 





Greetings 





We, who have a common goal with you .. . the promotion 
of thrift and economic security . 
May your national convention be pleasant and profitable 
to all National Life Underwriters Association members. 


WOODMEN OF THE WORLD 
LIFE a 


to N.A.L.U. 


. extend greetings. 
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Nat'l Council Acclaims L.U.T.C. Courses 


(CONTINUED FROM PAGE 3) 





course,” he commented. “This class did 
much to boost membership and also in- 
creased the appreciation of members of 
their association.” One millionaire pro- 
ducer in Birmingham testified that he 
increased his income by $2,000 through 
taking the L.U.T.C. course. 


Connell Speaks for General Agents 


Clancy Connell of New York offered 
brief testimony as to the L.U.T.C. 
course from general agents’ point of 
view. His son took the course. “If you 
enroll men in the course, the time you 
spend in ‘Book Learnin’ will be more 
than repaid in production,” Mr. Con- 
nell declared. 

Mr. Zalinski was introduced by Mr. 
Reiley, he declared himself honored, 
and pledged that he will work earnestly 
to fill his new post as executive vice- 
president. 

Mr. Orr commented on the “Metho- 
dist camp meeting” character of the 


testimonials. A hand call showed that 
L.U.T.C. has “taken” in many com- 
munities. ; : 

Jul B. Baumann, immediate past 


president, rose to comment on the fine 
job done by the “team” this year. 


Work with Trust Officers 


Max M. Margolis, chairman of the 
committee on relations with trust of- 
ficers, tripped on his way up to the 
microphone. He quipped as he reached 
the rostrum, “Looks like I’m falling 
down on the job.” 

On the serious side, he commented 
that some local associations call them- 
selves estate councils and include with- 
in the clubs attorneys and accountants 
as well as agents and trust officers. 

Richard E. Imig, acting executive 
vice-president, rose at this point to 
thank the association for the opportun- 
ity he has had to serve it. 

Fred L. White, the head of the con- 
vention attendance committee was given 
a big hand for the work he has done. 

At the close of the morning session, 
President Orr paid tribute to the ex- 
ecutive secretaries of the associations 
and had them stand. 

Mr. Orr demonstrated once again his 
skill at pushing through a meeting on 
time and then some. Refreshingly, the 
meeting started right on time and was 
brought to a halt before noon. 

Lewis C. Callow, General American, 
Memphis, commented in his report on 
convention attendance that the conven- 
tion has been sold out and there is 
standing room only. He reported that 
the attendance is the largest in the 60- 
year history of the association. 


Broaden Legislative Activity 


At the national council’s afternoon 
session, Vice-president Judd C. Benson 
reported briefly on the federal law and 
legislation committee which he heads. 
He asked for approval of a committee 
proposal to broaden the committee’s 
present activity in contacting members 
of Congress in connection with matters 
of interest to life insurance agents and 
policyholders. He also asked approval 
of the committee’s position that 
N.A.L.U. should maintain a hands-off 
attitude regarding congressional inves- 
tigations of life insurance. The report 
was adopted. 

Simon D. Weissman, Equitable So- 
ciety, Boston, and N.A.L.U. trustee, 
reporting as social security committee 
chairman, asked for action on two 
amendments to the printed report. He 
said there are certain important pro- 
visions in H.R, 6000 that the committee 
would like to have changed and “we ex- 
pect to exert all efforts to have these 
changed.” 

_He said it was uncertain whether the 
bill could be acted on this year by the 
house and in any event it will not get 
to the senate this year. This allows time 
to get changes made that N.A.L.U. 
seeks. He mentioned specifically the 


XUM 


reference to “full-time life insurance 
salesmen.” 

The committee recommended the 
continued opposition to a wage base 
exceeding $3,000, the lump sum pro- 
vision in the bill, total and permanent 
disability provisions and any increase 
in benefits above those endorsed by 
N.A.L.U. These amendments’ were 
adopted and then the report was ac- 


cepted. 
Study Compulsory Health Plans 


The other amendment was a proposal 
that N.A.L.U. appoint a committee to 
study the question of compulsory health 
insurance in order to be prepared to 
state, first, whether N.A.L.U. should 
concern itself with this matter and if 
so, what its position should be. 

Mr. Benson explained that it would 
probably not be necessary to make an 
appearance before a congressional com- 
mittee on this before the midyear meet- 
ing and the aim was to make itt possible 
to give the question adequate study 
so that a decision could be reached at 
that time. 

Several present including Ray Wright, 
Provident Mutual, Lawrence, Kan., a 
trustee, were for taking a position at 
once in opposition but the council’s ac- 
tion was to accept the report with the 
amendments as given by Mr. Weissman. 

W. Ray Moss, Connecticut Mutual, 
Louisville, chairman of the committee 
on state law and legislation, called on 
O. H. Kelly of Boise, Ida., to make a 
motion that trustees authorize a com- 
mittee study the sale of reducing term 
insurance in a package combination 
with investment trust certificates. 

Mr. Kelly explained that a recent 
practice in the sale of investment trust 
certificates has been to tie in with 
reducing term insurance. He maintained 
that such a practice is opening the door 
to many part-time agents. Then, too, 
the split jurisdiction of finance and 
insurance presents a problem, he said. 
After brief discussion the motion was 
passed. 


Veterans Committee Report 


John D. Marsh, Lincoln National 
Washington, D. C., veterans affairs 
committee chairman, reported insertion 
of two new segments in its report to 
replace others deleted: 

“That in view of the combined efforts 
of the Veterans Administration and this 
association most veterans are acquainted 
with the benefits to which they are en- 
titled under the government's life in- 
surance program. However, it should 
be emphasized that all activities of our 


members should be governed _by the 
creed of the American Society of 
CE...” 


Mr. Imig spoke on behalf of Isaac 
Kibrick, New York Life, Boston, 
chairman of the committee on speakers 
bureaus, who was unable to attend. The 
report was accepted. 


Two Committees Merged 


The reports of the committees on ex- 
tension and membership were made and 
approved together. Charles E. Cleeton, 
Occidental Life, Los Angeles, chair- 
man extension committee, recommended 
that the two committees be merged. He 
explained that extension must wait upon 
division and assignment of new terri- 
tories. 

Herbert R. Hill, Life of Virginia, 
Richmond, seconded this, He is mem- 
bership chairman. A motion to this 
effect was passed. 

The membership committee recom- 
mended a nation-wide new membership 
campaign for November, with dues not 
collected until the following year. These 
new members would not be on the 
books until January but would receive 
copies of “Life Association News.” A 
motion to this effect by Mr. Hill was 


passed. : 
Lester O. Schriver, Aetna Life, 
Peoria, past president of N.A.L.U.,, 
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spoke for J. R. Townsend, Sr., Equit- 
able Life of Iowa, Indianapolis, chair- 
man of the resolutions committee, say- 
ing there are only three trustees west 
of the Mississippi. The committee has 
devised a resolution to correct “un- 
fair” geographical distribution. 

Mr. Schriver’s resolution was in sub- 
stance a recommendation that the next 
president appoint a committee to study 
the matter of increasing the number 
of trustees perhaps to 15, and extension 
of trustees’ terms to three years instead 
of the present two. 

John R. Humphries, chairman of the 


Group 
ary Savines 





committee on state and local associa- 
tions, moved that a subcommittee be 
appointed to welcome men who are 
attending their first convention. 

Walter R. Hoefflin, chairman of the 
committee on general agents and mana- 
gers, reported that no written report 
of his group will be forthcoming for 
a while. He reiterated that no agent can 
do a better professional job than his 
manager. This has been the credo of the 
committee. 

Studies are now being made through 
‘round table groups, the results of which 
will be released soon. Membership all 
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over the country in general agents’ 
groups is crowding 10,000. 

Mr. Orr commented that N.A.L.U. is 
a volunteer organization with the kind 
of workers that money can’t buy. 


Moss Picked for Secretary 


At the election session of the national 
council, the report of the nominating 
committee headed by Arthur F. Priebe, 


Penn Mutual, Rockford, Ill, picked 
W. Ray Moss, Connecticut Mutual, 
Louisville, over Charles E. Cleeton, 


Occidental Life, Los Angeles, for secre- 
tary, but Mr. Cleeton was nominated 
from the floor by Russell L. Hoghe, 
Equitable of Iowa, Los Angeles, presi- 
dent of the California association. 

The other officer nominees are: Judd 
C. Benson, Union Central, Cincinnati, 
president; John D. Moynahan, Metro- 
politan Life, Berwyn, IIl., vice-president, 
and Harry Gardiner, John Hancock, 
New York City, renominated for treas- 
urer, 

The trustee candidates are listed on 
the front page. Mr. Cleeton’s term as 
trustee expires at this meeting but Mr. 
Moss’ term has another year to run. 
If Mr. Moss is elected secretary in 
the balloting preceding the trustee elec- 
tion, it will be necessary to vote to fill 
seven trustee vacancies. If Mr. Cleeton 
wins there will be six spots to fill. 


Discuss Life Insurance Week 


Other new business included the pro- 
posal of Jack Barry, president of the 
Portland, Ore., association, that Life 
Insurance Week be reestablished. Roy 
Garrabrant, chairman of the public in- 
formation committee, said his commit- 
tee would be issuing recommendations 
on this project. 

C. Vivian Anderson, Provident Mu- 
tual, Cincinnati, moved that N.A.L.U. 
sponsor a Life Insurance Week. An 
amendment to his motion which was 
passed provided that a committee be 
created to confer with Institute of Life 
Insurance on the possibility of such a 
plan. 


Nominators Are Nominated 


The final order of business was the 
nomination of those from whom next 


year’s nominating committee will be 
selected at the final session Friday. 
Those in the agent classification are 
Eunice Bush, Mutual Life, Baton 


Rouge; H. Cochran Fisher, Aetna Life, 
Washington, D. C.; Kenneth B. Lake, 
Home Life, Salt Lake City; Gerald W. 
Page, Equitable Society, Los Angeles; 
R. Edwin Woods, Phoenix Mutual, San 
Francisco; from management, E. P. 
Balkema, Northwestern National, De- 
troit; A. C. F. Finkbiner, Northwestern 
Mutual, Philadelphia; R. Maxwell Stev- 
enson, Berkshire, Pittsburgh; Henry S. 
Stout, John Hancock, Dayton; Sidney 
Wertimer, Prudential, Buffalo; from 
previous nominating committee mem- 
bers, Lynn S. Broaddus, Guardian, Chi- 
cago; R. Sclater Brown, Equitable of 
Iowa, Nashville; L. Mortimer Buckley, 
New England Mutual, Dallas; Frank 
A. McDevitt, General American, Oma- 
ha; Hollis L. Woods, Mutual Benefit 
Life, Hartford. 

Frank Mozely, Beneficial Life, Salt 
Lake City, made his traditional ad- 
journment speech and recommended to 
the younger men that they follow the 
counsel of leaders of the association. 





C.L.U. Program at Chicago 


Howard E. Clarke, director of C.L.U. 
courses for Northwestern University, 
Chicago, announces that registration for 
enrollment in the C.L.U. review courses 
will begin this week at the school of 
commerce. Classes will begin Monday, 
Sept. 19, and will be held in the Field 
building, City National Bank, First Na- 
tional Bank and Chicago Title & Trust 
Company through the cooperation of 
these institutions. The lecturers will be 
Dr. Myron C. Umbreit, Wallace S. 
Schall, William F. Byron, K. Raymond 
Clark, Harold W. Torgerson, Frank H. 
Gane, Warren Brown and Howard E. 
Clarke. 


—=:! 


Conventioneers 


———s 








Top—Lantz Mackey, Home Life of New 
York, and Mrs. Mackey, as they arrived 
from Detroit at the Gibson hotel. 

Center—Lucille Pryor, executive secre- 
tary of the Indiana and Indianapolis as- 
sociation; and E. A. Crane, Northwestern 
Mutual, Indianapolis. 

Below—James B. Hallett, general coun- 
sel of N.A.L.U., and John D. Moynahan, 
Metropolitan Life, Berwyn, IIl., N.A.L.U. 


secretary. 








Training Instructor Dies 


Roland D. Smith, 43, a field training 
instructor for Metropolitan Life, died at 
Buffalo after a short illness. He had 
been with the company 14 years. He was 
made field training instructor four years 
ago, covering New York and Connecti- 
cut. 





Bickel No. 3 Man 


Robert O. Bickel of the C. V. Shep- 
herd general agency of National Life 
of Vermont, at Cedar Rapids, and an 
N.A.L.U. speaker at Cincinnati, has 
qualified for membership in the Agents 
Executive Council, his company’s top- 
flight sales poduction organization. 

The membership is restricted to the 
15 leading agents. 

The group will be guests of the home 
office at the council’s annual meeting 
Oct. 9-11. 

Mr. Bickel automatically became sec- 
retary-treasurer of the council by virtue 
of being number three man on the list. 





Redeker Chicago Speaker 


Harry S. Redeker, general counsel of 
Fidelity Mutual Life, will speak before 
the opening session of Chicago Life In- 
surance & Trust Council in October. 
Louis W. Fischer, American National 
Bank & Trust Co., will preside. Nelson 
D. Phelps, Northwestern Mutual, is pro- 
gram chairman. 
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World Economic 
Picture Scanned 
by Carrol Shanks 


Carrol M. Shanks, president of Pru- 
dential, in his address, gave a thought 
provoking message on world economic 
conditions and the position of the U. S. 

“In my view, which I think is suffi- 
ciently reinforced by even a casual sur- 
vey of newspaper headlines,” he de- 
clared, “the world and the United States 
are heading into a vast period of ad- 
justment, economic and social. Some 
would perhaps call it revolution. The 
factors present One way or another in 
connection with the adjustment before 
us are so numerous and complex that I 
cannot hope to develop from them 
today more than one or two ideas. 

“Let us first look at the world-wide 
so-called dollar shortage and the ad- 
justments which will flow therefrom. 

U. S. Is Economic Unit 
“The United States for all practical 


purposes is continental in area and 
largely self-suficent as an economic 
unit. This tendency toward _ self- 


sufficiency, backed by a great amount 
and variety of resources, has been great- 
ly accelerated by the two world wars. 
Those wars created a dire necessity that 


_we free ourselves of dependence upon 


various materials fram abroad, the sup- 
ply of which we could not count upon 
during a period of world conflict. The 
result was that substitutes were de- 
veloped, and our necessity to buy abroad 
progressively has been greatly cut down. 
The examples are legion—I need refer 
to synthetic rubber. At the same time 
that the United States has been grow- 
ing in self-sufficiency, its productive 
efficiency and ingenious industrial abil- 
ity have caused the world to become 
accustomed to and demand our goods 
and products—the things which we ex- 
cel at making. The truth is that our 
products in many cases are considered 
almost as musts for the rest of the 
world. Most nations lack many or some 
of the necessary material resources, but. 
even with the resources, to bring into 
production the products at which we 
excel at anywhere near a competitive 
price with those produced in the United 
States is a long, slow and arduous task. 
The dollar shortage is merely one way 


of saying that most nations need and- 


want more of our products than they 
can find the means to pay for. This 
would be the same even though the dol- 
lar were the universal currency; it would 
then be not a shortage of dollars as 


such but merely a shortage of money. 
Probably most of us individually are 
usually in that position. 





“The lack of means on the part of the 
nations of the world to pay for as much 
as they would like to buy from us is 
coupled with and aggravated by the 
fact that, due to our increasing self- 
sufficiency, we need and want to buy 
relatively little from them. Each pound 
of synthetic rubber cuts down to that 
extent the purchase of natural rubber, 
which is one of the important sources 
of dollars for the sterling bloc. Dyes 
and chemicals are other examples where 
we have taken long strides toward self- 
sufficiency, in each instance cutting 
down major sources of dollars for dollar- 
hungry countries. This means that ad- 
justments must be made both by us and 
by other nations. The necessary changes 
and accommodations will not be easy, 
and obviously will lead to a long period 
of unsettlement in the world before 
some balance is struck. We cannot con- 
tinue indefinitely to give foreign nations 
the means to buy from us. We cannot 
invest abroad indefinitely without some 
means of bringing the return on the in- 
vestment to this country. To the ex- 
tent that- foreign markets are closed to 
us by lack of means to buy, American 
producers in many lines will have to cut 
back production or make some other 
change. What this involves in the way 
of regulations, restrictions, allotment, 
etc., One can only guess; but we know 
that they tend toward a strait-jacket 
economy. Consider, for instance, cer- 
tain agricultural commodities and the 
growing surplus accompanied by grow- 
ing restrictions and regulations. To my 
mind it is clear that, in addition to ex- 
panding as much as possible our tourist 
trade in foreign countries, the United 
States should and must adjust to take 
vastly expanded imports. We are such 
a dominant factor that nothing short of 
this will permit the healthy world trade 
essential to peace and prosperity. Vastly 
expanded imports, however, in them- 
selves will call for major adjustments. 
Many industries, many communities, 
many workers will feel the effect of the 
competition, and each will speak and 
work to keep out some particular im- 
port. Already there is agitation in con- 
nection with this. The ultimate adjust- 
ment to accepting the imports, and at 
the same time keeping our industries 
busy on what we can best make and sell 
abroad, will take years to bring about. 


More Government Rules 


“Next, consider the fact that through- 
out the world and at home the various 
adjustments involved can easily lead to 
more government rules, restrictions and 
interventions. At the same time, they 
can lead to more and more in the way 
of government subsidies, allocations and 
special action because of group pres- 
sures. Without utmost vigilance and 
without the help of a large portion of 





Donald F. Barnes, Institute of Life Insurance; Philip B. Hobbs, Equitable Society, 
Chicago; and Maxwell L. Hoffman. National association director of field services. 


waiad 


our population which is willing to pay 
the price of freedom rather than accept 
shackles for an apparent consideration, 
the restrictions and government activity 
can lead to less and less freedom. 
“Further, the turmoil and the un- 
certainties abroad and at home while the 
vast adjustments of the future take place 


can well lead to more pressure for ex- 
pansion of government welfare plan ec- 
tivities of one sort or another. The un- 
certainties of change make people ripe 
for such promises of security. Never- 
theless, expansion of these welfare ac- 
tivities can and almost certainly will lead 
to such a load of taxation—which can 
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Home-Guard Fits BOTH 


Both to you and to your custo- 
mers, Home-Guard Insurance 
brings important advantages. 


From your viewpoint, there’s a 
big advantage in mortgage loan in- 
surance that is optional with each 
customer. From the customer’s 
standpoint it makes real sense to 
cover the mortgage loan with life 
insurance at such reasonable cost. 





It is entirely logical that Old 
Republic should be the company to 
develop this improved Mortgage 
Loan policy. Through the past 
twenty years, Old Republic has be- 
come the largest company special- 
izing in life insurance on Consumer 
Credit, serving over 2,000 financial 
institutions. 


OLD REPUBLIC 


CREDIT LIFE INSURANCE COMPANY 





James H. Jarrell, Pres. CHICAGO, ILLINOIS 
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Congratulations To Our 


1949 Million Dollar Round Table Members 
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Cecil B. Ray 

Charles K. Reid II, CLU 
Allan Rutledge, Jr. 
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Wilson P. Graham Col. Daniel I. Moler 
Charles |. Haycraft Jay C. Neil 
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~ THECOUNTRY’S MOST FRIENDLY COMPANY 
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@ Modern and attractive agent's and general agent's con- 
tracts to those looking for a permanent connection. 


@ Complete line of Life Insurance policy contracts from 
birth to age 65 with full death benefit from age 0 on 
juvenile policy contracts. 


@ Complete line of Accident and Health policy contracts 
with lifetime benefits. 


| @ Individual Family Hospitalization contracts with surgical, 
| medical and nurse benefits. 


@ Complete substandard facilities. 
@ Educational program for field man. 


Strong, Progressive Company 
Older than 85°, of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio 
and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. ASHBROOK, VICE PRESIDENT — DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 











be paid only by the working generation 
—that surplus funds for the continued 
improvement and modernization of our 
plant, tools and equipment cannot be 
found. In that event, hope for a contin- 
uously increasing standard of living will 
disappear. Only through ever-modern 
plant, tools and equipment can produc- 
tivity per man hour continue to go up; 
and only through increasing productivity 
per man hour can there come a rising 
standard of living. 

“All this seems a somber picture, yet 
it need not necessarily be so. In the 
problems which lie ahead much, per- 
haps all, depends upon the initiative, 
drive and self-reliance of our so-called 
middle-class, which to the glory of our 
country has always comprised most of 
our people. It is true even today when 
we have become largely a nation of 
employes. It is difficult to find a wage- 
earner who does not consider himself a 
member of the middle-class, and he is 
right. If the wage earners, farmers and 
small business men who comprise this 
group retain their numbers and _ their 
initiative and willingness to fend for 
themselves and to take care of their own 
dependents, our nation has a _ good 
chance to emerge from the problems 
ahead with our economic strength pre- 
served, with the qualities which have 
made us alert and effective producers 
preserved, and with our freedoms not 
fatally impaired.” 


Headquarters Post 
to Zalinski 


(CONTINUED FROM PAGE 3) 
vention committee, predicted shortly 
before the meeting that attendance 
would be at least 2,250 and later there 
were estimates that it might reach 
3,000. 

Ideally cool weather prevailed the 
first half of the week, with indications 
that it might well continue for the rest 
of the convention. 

Preceded by meetings of the execu- 
tive committee, trustees, committees, 
the national council, and the various 
affiliated groups, the first general ses- 
sion opened Thursday morning in the 
Taft auditorium with Judd C. Benson, 
Union Central, Cincinnati, presiding. 
Greetings from Mayor Cash of Cin- 
cinnati followed the singing and invo- 
cation. 


Shanks Reviews Basic Problems 


President Carrol M. Shanks of Pru- 
dential made a speech of profound 
nature on basic economic questions of 
the day. He spoke with measured op- 
timism of our ability to go through the 
great period of readjustment at hand 
without losing the basic qualities of the 
American way of life. The point on 
which he will undoubtedly be widely 
quoted in the newspapers concerns life 
insurance and equity capital. He voiced 
the opinion that while life insurance 
might expand its interest somewhat in 
the field of equities, it is not possible 
nor suitable for insurance to undertake 
to solve the problem of the lack of 
equity capital in the country. 

Robert O. Bickel, National Life of 
Vermont, Cedar Rapids, made effective 
use of slides in showing how he uses 


original methods of sales promotion, 
particularly photography. Mr. Bickel 
is widely known for his New Year’s 


greeting card blotters, ostensibly writ- 
ten by his cocker spaniel and showing 
an appealing picture of the dog. 

Robert B. Hulsen, general sales man- 
ager of Moorman Manufacturing Co., 
Quincy, Ill., speaking on “Personality 
Patterns in Selling,’ stressed the de- 
sirability of the congenial type of sales- 
man, who is interested in long-range 
results, as against the hard-driving type 
who may make more first-call sales but 
won't do so well on repeats. He praised 
the free enterprise system as an aid to 
selling of the right sort. 


Many Preliminary Meetings 


In addition to meetings of the exec- 
utive committee, trustees, committees 


and national council of N.A.L.U,, 
American Society of C.L.U. directors 
held a meeting Monday, followed by:a 
dinner, luncheon Tuesday, and an after- 
noon meeting Wednesday. The big 
C.L.U. event was the American Col- 
lege and American Society of C.L.U. 
dinner and conferment exercises 
Wednesday evening, at which Dr. S. S, 
Huebner, president of American Col- 
lege, presented diplomas to successful 
candidates and President M. O. Ross of 
Butler University spoke on “The Sig- 
nicance of university and college par- 
ticipation in insurance educational de- 
velopments.” - 

The women’s quarter million dollar 
round table held its election Tuesday, 
results of which are reported elsewhere 
in this issue. 

Also Tuesday there was a meeting 
of the American College trustees and 
a dinner that evening. 


Thursday and Friday Activities 


Thursday there will be luncheons of 
the women agents group, and the gen- 
eral agents and managers, followed by 
the national sales seminar, the meeting 
of the general agents and managers, and 
a seminar on C.L.U. chapter activities, 

Thursday evening there will be num- 
erous company dinners, followed by the 
president’s reception and ball at the 
Netherland Plaza. The final general ses- 
sion will be Friday morning, with elec- 


tion of officers and trustees by the, 


national council scheduled for Friday 
afternoon as the final business of the 
convention. 


National Life Fetes FHA 
Commissioner at Home Office 


Franklin D. Richards, commissioner 
of the federal housing administration, 
spoke at a luncheon given in his honor 
by National Life of Vermont at Mont- 
pelier. The occasion was the purchase 
of its fifty thousandth FHA mortgage 
loan by National Life. The company 
still holds the first mortgage which 
FHA handled at its inception 15 years 
ago and it is believed that in ratio to 
its size the company has made more 
FHA loans than any other major life 
company. 

Mr. Richards spoke optimistically of 
the outlook for more and improved 
housing in the lower priced range. The 
big market in federally insured mort- 





“gage loans is now in the lower priced 


properties, he said. The market in 
higher brackets has softened and pri- 
vate industry has embarked on a pro- 
gram of economy housing. The aver- 
age mortgage loan handled through 
FHA is declining in amount. 

He said there is reason to be encour- 
aged with the progress that private 
oer is making on the housing prob- 
em. 

Mr. Richards was entertained by Ex- 
ecutive Vice-president L. Douglas Mere- 
dith of National Life and at the lunch- 
eon there were a number of company 
officers and bankers. 





N. F. C. Press Section 
Meeting Program Given 


The program has been completed for 
the meeting of the press section of 
National Fraternal Congress during the 
N. F. C. annual gathering at Washing- 
ton Sept. 27. Miss Bessie Kubanis of 
Royal League is president of the sec- 
tion. Greetings from N. F. C. will be 
extended by Mrs. Jeanie Willard, the 
president, and George G. Perrin, vice- 
president. Miss Alice J. Glasgow, chief 
of the company publication section of 
the ‘Treasury Department, will give a 
talk on clip sheet service. 

Dr. Joseph S. Lawrence, director of 
American Medical Assn., will speak on 
socialized medicine and Donald A. 
Young, legislative coordinator of U. S. 
Chamber of Commerce, will make an 
address. Henry Freitag of Modern 
Woodmen will give a discussion of the 
press section exhibit. 
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Estate Planners 


Given 


Pointers by Appleman 


Lawyers interested in estate planning 
were given a number of practical point- 
ers by John A. Appleman of McKinley, 
Price & Appleman, Chicago, at the 
meeting of the Federation ot Insurance 
Counsel. 

Mr. Appleman warned, however, that 
estate planning is a specialized line of 
work and unless one is fully qualified he 
had better not undertake to make an 
estate plan himself but should find a 
reputable estate planner within a reason- 
able distance and refer clients to him. 

Of course, you will be compensated 
for the work you do, but most impor- 
tant, your client will receive the service 
to which he is entitled and which you, 
his attorney, want to see him procure, 
Mr. Appleman said. 

Mr. Appleman warned particularly 
against the quack estate planner, who 
has learned some of the stock phrases 
and pretends to much greater knowl- 
edge than he has; and the charlatan, 
who often styles himself a tax expert, 
and looks for loopholes in the law, shap- 
ing his entire plan toward tax savings 
through the use of such loopholes. A 
real tax expert is indispensable to the 
success of an estate plan, said Mr. Apple- 
man, but the pseudo tax expert can 
cause a lot of trouble by subordinating 


FOUR ANSWERS 
FOR THE AMBITIOUS 


A QUALITY COMPANY...VIUTUAL...top 
rating...over half century of service... 
almost three hundred millions in’ torce 
.-over eight millions in surplus...a very 
low net cost...full level premium reserve, 
modern streamlined contracts, zero. to 
age 63...issuance of sub standard plans 


«modern direct collection of premiums, 


A QUALITY COMPENSATION PLAN... 
extremely generous, yet strongly vested 
career lite underwriter contract... auto- 
matic financing... liberal general agency 
contract...generous tor personal produc- 
tion...strongly vested...excellent tor 
securing and satisfying the career lite 
underwriter,..unique, different...pays tor 
the quality underwriter...a liberal pension 


plan for both. 


A QUALITY TRAINING PLAN... home 
office schools tor career men...contin- 
uous group training development of the 
general agent...using the best in selec- 


tion and training techniques. 


A QUALITY TERRITORY...friendly mid- 
western home office...ideal size of 
company... quality territory available for 


expansion. 
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the plan itself to the tax phase, forget- 
ting that loopholes will usually be closed 
by the courts or new legislation. 

Confining his talk to life insurance 
and settlement options in estate plan- 
ning, Mr. Appleman said that while 
bankers commonly object to the “inflex- 
ibility” of option payments, this inflexi- 
bility is a good thing, as it assures a 
fixed income for the recurring necessary 
expenses of living. Also, if payments 
include any amount of principal as well 
as interest they are not subject to in- 
come tax, and in a substantial estate 
this saving alone may amount to several 
thousand dollars a year. 

As to using life insurance to qualify 
the estate for the marital deduction, 
Mr. Appleman said that all circum- 
stances must be taken into account in 
each case. If the two spouses are about 
the same age and condition of health 
there is little advantage in qualifying 
through insurance. If the wife is much 
younger, with far greater life expec- 
tancy and the remaining property is 
fairly stable, not requiring frequent 
change of assets, then it might be desir- 
able to use the insurance portion to 
secure a marital deduction. The reason 
is that the other property which has 
been left in trust will not be taxed in the 
wife’s estate if that has been properly 
handled to correspond with the next 
generation. The insurance proceeds 
probably will be consumed, either whol- 
ly or in a large part, during her life- 
time, which does not then greatly in- 
crease her tax at the time of her death. 
Of course, if the other property must 
be left outright to the wife, then an 
estate planner can follow through in 
her lifetime by use of gifts or otherwise 
to reduce her estate prior to her death. 


Lists Ways to Use Insurance 


Among the other ways in which life 
insurance can be utilized in estate plan- 
ning and in many individual problems 
presented, Mr. Appleman listed the fol- 
lowing: 

1. The wife, from assets of her own, 
may purchase life insurance to provide 
means for payment of the estate tax, in- 
heritance tax and administration ex- 
penses, and not increase the estate 
thereby, but preclude the forced sale of 
real estate or other investments at a 
depressed price. That is one very valu- 
able function but there is a danger in 
using life insurance for this purpose 
indiscriminately. A wife may take out a 
policy on her husband's life and use the 
proceeds to purchase claims against the 
estate or to make advancements to the 
estate for the discharge of taxes, taking 
the obligations of the estate in return. 
If a person takes out insurance for the 
purpose of paying the obligations of an 
estate and discharges such claims with 
those insurance proceeds, that is in- 
cluded in the estate as being for the 
benefit of the decedent, even though the 
decedent did not pay any of the pre- 
miums and had no control whatsoever 
over the policy. But, if that money is 
advanced to the executor in the form 
of a loan or the claims are purchased 
and an assignment taken, that is not 
the case. That may mean a great deal 
in the actual administration of the es- 
tate as to money saved. 

2. Partners may carry insurance upon 
the lives of each other, to provide cash 
for the purchase of a deceased partner’s 
interest. “That, incidentally, is one place 
where you must caution life insurance 
agents because they are prone to want 
to sell partnership insurance as_ such, 
to be paid for out of the partnership 
with a very loose type of agreement, in 
which event you may wind up greatly 
increasing the client’s taxable estate, 
and without securing any real benefit 
either for the deceased partner or for 
his surviving partner.” 

3. A corporation may purchase insur- 
ance upon the life of a key employe 


Congratulations 


To the members of the National 
Association of Life Underwriters’ 
on the occasion of their Sixtieth 
Annual Meeting, for their con- 
tinuing and effective efforts in ad- 


vancing the standards and scope 


of life insurance sales and service. 


Equitable Life Of lowa 


Founded 1867 Des Moines 











59 Years of Progress 


For 59 years Woodmen Accident 
Company has been a leader in the 
field of personal insurance protec- 
tion. Its record and that of its asso- 
ciated companies is one of sound, 
sturdy and consistent growth. Still a 
true pioneer after three generations 
of service, Woodmen Accident initi- 
ated a complete new line this year— 
a line designed to offer greater cov- 
erage at less cost. An outstanding 
feature of the Reliable Series is Non- 
Cancellable Guaranteed Renewable 
protection. 


Since 1890 Woodmen Accident and 
Associated Companies have  dis- 
bursed over $25,000,000 to their policyholders in claim payments. More 
than one-half million insured have received benefits when they were sick 
or hurt. Accident and health premium income of the Companies in 1948 
was $4,295,000, while life insurance in force was increased to over 
$43,000,000. Combined Admitted Assets exceed $7,600,000. 
Woodmen Accident's unique system of selection, training and super- 
vision helps its field underwriters build successful, permanent businesses 
with assured futures in their own communities. Inquiries are welcome 
from men and women who seek profitable lifetime careers in personal 
insurance selling. 


Woodmen Accident | 


ASSOCIATED COMPANIES 


Lincoln 1, Nebraska ' 


R. L. SPANGLER 
Executive Vice President 
and Secretary 


Legal Reserve Life, Health, Accident and Hospital Insurance 




















E. J. FAULKNER 
President 
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“Life insurance, by its very nature, is 
opposed to the slackness, levelling and 
impoverishment of state collectivism, 
because life insurance is accomplish- 
ing directly opposite results by foster- 
ing diligence, progress and enrichment 
through individual enterprise. The 
representatives of life insurance, not 
only serve the spirit of free enterprise, 
but they powerfully cultivate it ever: 
day. Life insurance upholds the view 
that the provision a citizen makes for 
himself is the best for him and best 
for his country.” 


Lael K Ko 


President 


Fourty Three Progressive Years in The West 
In Standard’s lifetime the West has scen its greatest rush of 
progress, progress in which this company has been able to share. 
As the pioneer mutual life insurance company west of the Rocky 
Mountains Standard has aided the growth of its territory, al- 
ways maintaining a position of leadership through pioneering 
in the insurance field. 


STANDARD INSURANCE 


Company 


A WESTERN COMPANY OWNED BY ITS POLICYOWNERS 


Established 1906 © Home Office: Portland, Oregon 
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—each volume a 
career builder! 
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or a major stockholder, either to com- 
pensate for his loss or to purchase the 
stock held by the deceased stockholdcr. 

4. Insurance may give an opportunity 
for favorable investments. For example, 
an insured has $80,000 to invest. He 
might invest in securities which bring 
in a small return in these days, in whica 
event he pays income tax on the rev- 
enue that he receives in the form of 
dividends, and he has not helped to 
increase the size of his estate if he 
should die prematurely. On the other 
'hand, he might buy a participating in- 
| surance policy of approximately $125,000 
|and make a deposit to pay premiums in 
advance at a discounted basis. If le 
happens to die shortly thereafter, tlic 
sum total of the insurance and the un- 
/earned premiums will amount to 
proximately $200,000 instead of $80,000, 
or the face of the policy, plus the un- 
earned premium. Even though you di- 
minish the amount over a period oi 
years, if he lived a normal life expe-- 
'tancy, there still is the $125,000 iace 
on the policy and he does not pay in- 
come tax on the dividends he has re- 
ceived in the meantime from the partic:- 
pating policy. Those are considered 
merely to be a return of capital. 

5. One may, by the simple poli-y 
of keeping the returns of principal small 
‘as to payments to the surviving spouse, 
retain rather large sums intact, either 
to help children in getting @ start in 
the business world or to provide life- 
time annuities to them. In case of sick- 
ly or handicapped children, this is o: 
great importance in the estate plan. 

6. Funded insurance trusts may be 
created to provide for payment of in- 
surance premiums upon the lives, either 
of the settlor of the trust, or of others, 
which will provide funds’ in the event 





ép- 


of financial disaster, illness, or retire- 
ment of the settlor. 
Executor Should Pay Taxes 

7. “As @# precautionary measure, I 


would like to point out this: The client 
ordinarily should require his executor, 
in a will that is now drawn, to pay all 
estate, succession, inheritance and trans- 
fer taxes. Otherwise, the statutory pro- 
vision as to the apportionment of taxes 
may interfere seriously with the pro- 
gram which the client creates, by re- 
quiring the beneficiaries under a_ life 
insurance policy to pay the share which 
would otherwise fall upon them.” 

8. “Another precautionary word. .\ 
husband, in order to evade the inclu- 
sion of an insurance policy in his estate, 
should almost never assign the policy 
to his wife for a consideration. The death 
of the insured, if he dies shortly after 
the assignment, will result in taxable 
income to his spouse, who must account 
/under the income tax laws for the pro- 
ceeds.” 

9. If the settlor of a trust of insur- 
ance policies, being a person other than 
the insured, retains the right to retake 
such policies or to change the bene- 
ficiaries during the lifetime of the in- 
sured, upon the insured’s death a tax- 
able gift results of the entire value of 
ithe policy. If the right of revocation 
had not existed, the gift would only 
have been of the replacement value, 
}and at a much lower rate. That is par- 
| ticularly important where there is a 
| wife who has considerable property in 
| her own name, and who sets up a trust 
|of policies on her husband’s life, and 
'then retains the right to revoke the 
| trust or to change the beneficiary desig- 
| nation. In that event, the gift tax angle 
| is of the greatest importance. 


|Can Avoid Endowment Tax 


10. Under a matured endowment pol- 
icy, if the insured takes the policy pro- 
;ceeds, he realizes ordinary income in 
|excess of all the amount payable over 
|the total premiums which he has paid. 
He must also pay income tax on interest 
which he received if he leaves the pro- 
ceeds of the policy at interest with the 
company. But he can elect, prior to the 
| time of that endowment falling due, to 
|take an annuity for a period certain, or 
‘any mixed principal and interest option, 
and in the first place, the proceeds 





which he receives, of interest, are not 
taxdble as such. He is taxable only 
under the favorable annuity provisions 
of the income tax laws with which we 
are all familiar—which means not only 
are they deferred upon an installment 
basis over a period of years, but they 
would likely fall due at a period when 
his earnings are lower and greatly jn- 
crease the tax savings. ; 

11. Life insurance can be used in a 
very significant manner in the creation 
of pension plans. If life insurance js 
taken out by an employer for the bene- 
fit of an employe, the premiums paid 
are income to the employe and he must 
pay tax on them, even though he never 
sees the premiums at all prior to their 
payment. But if the insurance is taken 
out by an employer for the employer's 
benefit to create a fund to pay a pension 
to that employe later, then the employe 
has no control over that fund and he 
is not chargeable in his income with 
the amount of those premiums. He pays 
income tax only upon the principal 
amount as he receives the pension. 


Should Clarify Ownership 


“In drafting your letters to insurance 
companies you will find a number of 
different matters of importance,” said 
Mr. Appleman. “First of all you want 
to clarify the ownership of the policy 
because sometimes there are good rea- 
sons why there is to be a joint or sur- 
vival ownership instead of it being in a 
single person. Very often, a policy, if 
it has been taken out recently by a hus- 
band, should be altered or cancelled. For 
example, if the insured has a large es- 
tate and his wife has none, the policy 
should be terminated and a new policy 
taken out by the wife if she can pay 
the premiums from her own income, 

“Then, when it comes to the settle- 
ment option itself, you have to desig- 
nate the beneficiaries in detail. First of 
all, you have the primary beneficiary— 
you have your first contingent beneficiary 
and you have your residuary beneficiary. 
You may have, and usually will have 
a second contingent beneficiary, and 
even a second and third residuary bene- 
ficiary. The rights of each one of them 
should be clarified in detail so there 
can be no possible misunderstanding or 
no contingency which you, as an estate 
planner, have overlooked. Yeu must 
contemplate the death, for example, of 
the surviving spouse before the children 
become of age and exactly what you 
want to occur in that event. If there are 
several children, you must contemplate 
the death of each one of them prior to 
their coming of age and after. Different 
situations will be presented in each 
event, and your planning must cover 
those contingencies. 


Dislikes “Certain” Periods 


“One recommendation which I would 
like to make in connection with settle- 
ment options is if you use life income 
with a certain period—10-year certain 
or 20-year certain—use it sparingly. The 
company, in effect, when such a plan 
is elected, and the surviving spouse hap- 
pens to be fairly young at the time the 
contingency arises, purchases insurance 
against its hazard, which reduces the 
sum total which is otherwise to provide 
income to the surviving spouse. In that 
event, it is often better to use a mixed 
principal and interest option until, let 
us say, the age of 55, and life income 
thereafter. By doing so you keep addi- 
tional funds in the reserve and actually 
provide for the recipient to receive more 
than would otherwise be payable. 

“Also, the use of refund annuity op- 
tions should generally be preferred to 
your life income for a period certain. 
You can now secure those through 
practically all the life insurance com- 
panies.” ; 

Mr. Appleman advised keeping copies 
of all requests for settlement options 
and when they come back from the 
companies, checking them very care- 
fully, because very often the request 
will go to some second assistant clerk 
in an underwriting department, and 
while they are usually conscientious, 
they are often inexperienced. “You may 


warn 
inforr 
to di 
an in 
accon 
his b. 
else,” 





and ¢ 
which 
dividu 
unders 
“THis 3 
busine 
money 
Ameri 
their 

politic: 
labor | 
this c 
highes 
then tl 
thing | 


Thre 
agency 











waited 





are not 
le only 
‘OVisions 
hich we 
not only 
tallment 
ut they 
od when 
eatly in- 


ed in a 
creation 
rance is 
he bene- 
ms paid 
he must 
he never 
to their 
is taken 
iployer’s 
pension 
employe 
and he 
ne with 
He pays 
principal 
ion, 


Nsurance 
mber of 
e,” said 
Ou Want 
e policy 
ood rea- 
or sur- 
ing ina 
olicy, if 
y a hus- 
lled. For 
arge es- 
e policy 
Ww policy 
can pay 
‘ome, 

e settle- 
o desig- 
First of 
ficiary— 
neficiary 
leficiary. 
ill have 
ry, and 
ry bene- 
of them 
o there 
ding or 
n estate 
u must 
nple, of 
children 
hat you 
here are 
emplate 
prior to 
different 
in each 
t cover 


I would 
1 settle- 
income 
certain 
rly. The 
a plan 
ise hap- 
ime the 
surance 
ces the 
provide 
In that 
1 mixed 
ntil, let 
income 
sp addi- 
actually 
ve more 
le. 
lity Op- 
rred to 
certain. 
through 
e com- 


x copies 








NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 15, 1949 








47 








not get back what you asked for,” he 
warned. “In that case, check it closely 
and if it does not correspond, write an- 
other letter to the company and you 
will generally get very fine cooperation 
on repeat letters.” 

As a final caution, Mr. Appleman 
warned of the obligation to keep all 
information sacred. “You have no right 
to divulge that to anyone, whether it be 
an interested life insurance agent who 
accompanies the client, whether it be 
his banker or a trust officer or anyone 
else,” he said. ‘“ 


Terms Life Insurance 
Creator of Capitalists 


The lite insurance business is the 
creator of “capitalists” Frederick C. 
Crawford, a trustee of Mutual Life, 


declared at the annual meeting of Na- 
tional Field Club members of the east- 
ern division of that company at Cleve- 
land. Mr. Crawford, who is president 
of Thompson Products, Inc., declared 
that the more than 80 million life in- 
surance policyholders have created for 
themselves “economic and social inde- 
pendence.” He said that the key to the 
future growth of American companies 
and of the nation is the degree to 
which management can bring to in- 
dividual workers a greater and clearer 
understanding of the capitalistic system. 
This would include an appreciation of 
business values, production and _ the 
money system which would enable 
Americans to enjoy fully the fruits of 
their labors and bring economic and 
political stability. If both industry and 
labor learn and teach the facts on why 
this country enjoys the greatest and 
highest living standard in the world, 
then the American people ¢an have any- 
thing they want, he emphasized. 





Three members of the home office 
agency of Jefferson Standard— Manager 
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W. H. Andrews, his brother, Frank 
Andrews, and Howard E. Carr—drove 
from Greensboro on Sunday, arriving 
early in the evening in spite of having 
traveled nearly 500 miles. 


Says Gangster’s Death 
Is Not Accidental 


A gangster’s life is such that he may 
expect it to be ended by murder and 
as such his heirs are not entitled to 
double indemnity, according to a brief 


filed by Metropolitan Life in superior 
court in Jersey City, N. J., by Attorney 
John P. Nugent. | 

The brief was filed in answer to a 


suit brought by Mrs. Elizabeth Yanow- 
sky whose husband, Charles, was found 
dead of scores of ice-pick wounds in a 
vacant lot near Clifton, N. J., in July, 

1948. Metropolitan paid $25,000 to Mrs. 
Yanowsky, and she has now filed suit 
for the additional $25,000. Police be- 
lieve that her husband, an official in a 
longshoremen’s union, was murdered be- 
cause of a waterfront gang dispute or 
because he owed a gambler $38,000. 

Mr. Yanowsky’s record, according to 
Mr. Nugent, showed that he had been 
sentenced for stealing merchandise from 
freight cars; that he served four years 
in federal penitentiaries, including Alca- 
traz, for shooting at FBI agents who 
wanted to question him about a bank 
robbery; he was arrested on _ lottery 
charges and for armed robbery of a silk 
trick, and that he supplied the automo- 
bile and guns used in the murder of a 
New York stevedore 24% years ago. 

The attorney's brief also said of Ya- 
nowsky that “he, after each arrest, in- 
dictment, or crime, returned to and re- 
sumed his criminal vocation, so that he, 
as he at all times well knew, was 
through jealousy, vengeance, hatred or 
fear, always inviting and subjecting him- 
self to great bodily injuries and death. 
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mium on Payor. 


pitalization Policies. 


Nebraska, Towa, 
Dakota. 










Yes We Do— Write 


THE 
Family Group Life Policy 


The most complete policy of its kind WRITTEN IN 
AMERICA TODAY — Whole Life (not Term), cash, 
loan, and paid up values. Birth to 60; Full death benefit 
at age 1; Double Indemnity at Age Birth; Waiver Pre- 


This policy opens the door leading to extra sales on this 
and our entire line of Life, Accident, Health and Hos- 


We invite inquiry from those who are interested in a 
connection as salaried supervisor, 
underwriter or broker in Missouri, 
Minnesota, 


general agent, career 
Kansas, Oklahoma, 


North Dakota or South 


For information without obligation, write 
TAYLOR, Vice-President 


ATIONAL 


AL FIDELITY 


Company 


W. RALPH JONES Arecczond 
Kansas City 6, MISSOURI 
LIFE — HOSPITALIZATION — ACCIDENT — HEALTH — WHOLESALE GROUP — ANNUITIES 

Faithful Service for a Third of a Century 





Protection to Fit 


Clients’ 


The needs of clients, and their 
ability to pay premiums, are the 
determining factors in recom- 
mending personal protection pro- 
grams. The ability of our agents 
to offer just what is needed is 
based on the fact that we have 
an unusually varied line of per- 
sonal protection contracts. 


This company writes all mod- 
ern forms of life insurance and 
accident and health (commercial 
and monthly premium) and, in 
addition, a number of special cov- 
erages, among which are: 


Mortgage Redemption Plans. 
Family Debt Retirement Plans. 
Children from Birth. 


Special Accident coverage — 
medical expense reimburse- 
ment up to $1,000. 


Needs 


Exclusive Vision Impairment 
Annuity. 


Travel and Pedestrian Accident 
and Expense Policy — good any- 
where in the world—paying hos- 
pital, nurses, medical and surgical 
expenses up to $500, plus prin- 
cipal sum and monthly indemnity 
—for a very low premium. 


Polio Expense Policy for indi- 
viduals and families, paying in 
the aggregate up to $5,000 for 
each person insured. 


Hospitalization contracts for 
individuals and families. Broad 
coverage, including maternity 
benefits. 


This is a multiple line company, 
so far as personal protection is 
concerned. 


Great Northern Life 
INSURANCE COMPANY 


110 South Dearborn Street 


Chicago 3, Ill. 
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THE NEW JERSEY LIFE ASSOCIATES 


STATE AGENTS FOR NEW JERSEY 


WINNERS OF THE 


CROWN LIFE VICE-PRESIDENTS CUP 


PRESENT 
M. DICKSTEIN 


President Managers’ Section 
Crown Life Club 


S. E. LEIWANT, C.L.U. 


Vice-President General Agents 
Crown Life Club 


J. H. CLEMENTS 


Crown Leader 


A. J. WOHLREICH 


President General Agents 
Crown Life Club 


R. J. MORAFF 
Member, Million Dollar Round Table 


© COMPLETE BROKERAGE FACILITIES © 


THe Crown Lire 


HOME OFFICE: TORONTO, CANADA 


1180 RAYMOND BLVD., NEWARK 2, N. J. 
Over $650,000,000 Insurance in Force 


MITCHELL 2-2083 
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* 
NOW—If you live in 


* Michigan 

* Colorado 

* Oregon 

* Washington 


You, Joo, May Become a Star! 


Entering these four states, we are seeking 
General Agents to represent us. A wonderful 
opportunity awaits capable insurance men. 


Other General Agencies Available 


Though we are ably represented in numerous cities and 
states there are still many localities in which we have no 
general agencies. You, too, may become a STAR—and 
become financially independent in a few years if you 
would represent: this live and alert 52 year old Company, 
reputed for its unusual policies and unique (and suc- 
cessful!!) sales plans. 

Write for information about our special insurance pack- 
age, sales aids, company, and general agencies still avail- 
able. Tell us about yourself! All correspondence con- 


fidential. 





HUGH D. HART, Vice-President and Director of Agencies 


lllinois Bankers Life Assurance Co. 


MONMOUTH, ILLINOIS 
> 4 “THE HAPPIEST INSURANCE FAMILY IN AMERICA” * 




















Our Expansion Program 
has created 


SOME UNUSUAL 


AGENCY OPPORTUNITIES 


¥ 
2’ 


ARIZONA, COLORADO, CALIFORNIA 
bu KANSAS, TEXAS, MISSOURI 
. OKLAHOMA, NEBRASKA 
MINNESOTA, MONTANA 
IOWA, WYOMING 
NORTH & SOUTH DAKOTA, NEW MEXICO 
OREGON, WASHINGTON, NEVADA 


New Business Volume is up at 


NATIONAL RESERVE LIFE 
INSURANCE CO. 
Topeka, Kansas 


POLICYHOLDER’S NATIONAL 


LIFE INSURANCE COMPANY 
Sioux Falls South Dakota 


— "ASSOCIATED COMPANIES" — 








The CAPITOL LIFE INSURANCE COMPANY 


HOME OFFICE — DENVER 


CLARENCE J. DALY, President 


Take a Letter to 


MEN OF 
VISION 
USA 


When questioned concerning his statement, “Go West Young Man,” 
Horace Greeley replied that the west was a place for men “Young 
in spirit!’ 

For men young in spirit the west offers golden opportunities 
TODAY, as it did in the gold rush days. 

Expanding industries, tremendous population increases, 
bustling business markets...provide opportunities for men of vision 
GREATER than at any previous time. In keeping with this aggressive 
western spirit of continuous development, we have started a NEW 
agency expansion program. 





To men YOUNG IN SPIRIT we offer not 
only SECURITY... but a new way of life! 

It is to YOUR advantage to make further 
inquiries. 


75TNy,, 
" eeah 
—ae 





_ Sincerely, 


AUK 


G. A. LEstrange 


Vice President and Agency Director. 
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GOOD WORK! 


CLIFFORD H. ORR— 


1948-49 President of the National 
Association of Life Underwriters 
and general agent for National Life 
Insurance Company at Philadel- 
phia, Pa. 





Felicitations ... 


National Association of Life Underwrit- 
ers on 60 years of continual progress in 
the interest of Life Insurance . . . 


AND 
Clifford H. Orr, on the skillful piloting of 


the Association to new horizons of en- 
deavor and achievement! 


NATIONAL LIFE INSURANCE COMPANY 


Home Office, Montpelier, Vermont 

















YUM 














A ROYAL WELCOM 
TO THE QUEEN CITY OF THE WES 


. 


And this song of the vine 

This greeting of mune 

The winds and the birds shall 
deliver 

To the Queen of the West 

In her garlands dressed 

On the banks of the beautiful river. 


From CATAWBA WINE— 
Henry Wadsworth Longfellow 


~ 


| HE entire Ohio National Life staff is at your service during 
vour stay in our home town. Drop in either at our home office, 2400 
Reading Road, or at the Thomas W. Strange agency, 1732 Carew 


Tower. 


We sincerely hope you enjoy your visit to Cincinnati and that this 
60th Meeting of the N.A.L.U. will contribute richly to the advance- 
ment and welfare of life underwriting. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 
CINCINNATI, OHIO 





